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HE continued rapid growth and 

expansion of the Missouri State 
Life has back of it the Progressive 
ideas and careful planning of sea- 
soned executives plus the active and 
hearty co-operation of a happy, hard- 
hitting field force. Power to drive 
straight ahead on production is due 
to careful selection of agents, close 
co-operation with those selected and Pre 0 
high aggressiveness on the part of Hovampnticmccsingud 
the men in the field. @The Company $131,000,000.00 
is rapidly nearing the “Billion and 
a Quarter” mark in amount of in- a a 


surance in force. $1,200,000,000.00 


HILLSMAN TAYLOR, President 
St. Louis, Missouri 






































The 


CONTINENTAL NATIONAL 
LIFE INSURANCE COMPANY 
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In Texas and Colorado we 
still have several desirable 
General Agency franchises 
on an 
extremely liberal basis. 


» 


Address CHAS. E. BECKER, General Agent 
or 
THE TIBBETTS & REA AGENCY, State Agents 


for 


HOME OFFICES: DENVER, COLORADO 
Continental Oil Building 
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BIGGER IDEA 
for BIGGER SALES 


LIVING TRUSTS 


Including 
LIFE INSURANCE TRUSTS 


By Gilbert T. Stephenson 


} or the life underwriter, it gives a state- 
r * of the services that a life insurance 
trust may render, thus enabling him more 
intelligently to advise his client in what pro- 
portion his insurance should be paid out to 
his beneficiaries in one lump sum, retained 
by the insurance company, or put in trust. 


Living trusts are year by year playing a 
larger part in American business affairs. 
Their use adds another degree to the flex- 
ibility and usefulness of life insurance serv- 
ice, which progressive and well-posted life 
insurance men are everywhere extending to 
their clients. 


Every life underwriter who claims to be 
well posted must have a working knowledge 
of living trusts. Mr. Stevenson’s book will 
give him the practical working informa- 
tion he should have. 430 pages. 


$3.75 Postpaid 


KNOWLEDGE IS THE SURE 


S 


“, TWO OUTSTANDING BOOKS ~ 


PUBLICITY METHODS 
for 


LIFE UNDERWRITERS 
By Arthur H. Reddall 


“Practical suggestions for the successful em- 
ployment by life underwriters of all the forms 
of advertising media,” 

This book shows how every agent can use 
to advantage the advertising and sales pro- 
motion material issued by his own company 
with such local publicity as he individually 
may inaugurate. 

Typical advertising forms, a variety of cir- 
cular letters covering the most common life 
insurance needs, the preparation of mailing 
lists and their use, and many other valuable 
hints are given. 

This is the most complete study of adver- 
tising methods for life agents that has yet 
been made. Mr. Reddall has carefully worked 
out the costs and results, and has put his fine 
knowledge of the subject so simply that every 
underwriter may read and learn how his busi- 
ness may be increased through proper use of 
publicity. Profusely illustrated — over 400 
pages. 

$4.00 Postpaid 


ST ROAD TO SUCCESS 





Other Volumes of the famous “International Life Underwriters’ Library” 
Send me those checked: 


(1) AMERICA’S HUMAN WEALTH. Py E. A. Woods = $2.00 postpaid 
(1) BUSINESS LIFE INSURANCE. By Ralph Sanborn $3.00 postpaid 
1 CREATING AND CONSERVING ESTATES. 


By A. C. Robinson and E. A. Woods $3.00 postpaid 
0 FORTY UNUSUAL PLANS FOR SELLING LIFE 

INSURANCE. By J. S. Edwards $2.50 postpaid 
O LIFE INSURANCE AS A LIFE WORK. 

By H. D. Hart $2.00 postpaid 
QO SELLING THE SALARY INSURANCE PLAN. 

By R. L. Place $2.00 postpaid 


OD Send Information on the “INSURANCE BOOK Club” by which mem- 
bers SAVE 10% on Life Insurance Books. 











The Insurance Book House, 
420 East Fourth St., Cincinnati, Ohio. 


Send me the following books: 


Trusts. 

















. .cop Living Trusts, Including Life Insurance 


..cop Publicity Methods for Life Underwriters. 
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QUICK SERVICE 








TO BROKERS 
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SPECIALISTS IN 


“CpriT GECOND CERVICE!” 





ALEXANDER E. PATTERSON 


General Agent 
THE PENN MUTUAL LIFE INSURANCE COMPANY 


Suite 1336 


7575 


CHICAGO 


- 120 S. La Salle St. 
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The National Underwriter 


LIFE INSURANCE EDITION 


Thirty-Third Year No. 35 


Speculation Is 
Greatly Feared 


Stock Investment Craze May 
Seriously Affect Life 
Insurance 


DRAW OUT CASH VALUES 


Thoughtless Use of Nest-Eggs Deemed 
Dangerous, Although No Harm 
Done As Yet 


HARTFORD, Aug. 
ago the stock market was the sport ex- 
clusively of the rich. The war changed 
Now it is also the playground of 
the comparatively And how do 
they find the money to invest? Strange- 
ly enough, many on their life 
insurance cash values to play the mar- 
nest-egg in the 
hope of raising golden geese. 
in large numbers who have 
never been interested in the stock mar- 
ket—tradesmen, office clerks, bricklay- 
ers, even newsboys—have heard stories 
i profits made by investing in stocks 
and have become followers of Wall 
street quotations. Business men and 
their wives talk about the market even 
at bridge and dinner. The country has 
gone stock crazy. 


29.—A few years 


that. 
poor. 
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kets—tamper with the 


People 


Many Wild Rumors 


What a the true effect of the stock 
speculation situation on life insurance? 
ls it havi - a great effect on buying? 
\re agents becoming entranced by the 
the market and watching it 
more than they are their prospects? Is 
it true that requests for maximum policy 
loans and surrender values are com- 
ing in by the hundreds and many policy- 
olders are falling back on life insur- 
ance equities to furnish money for stock 
ivestments? 

Briefly, inquiry among insurance offi- 
als does not reveal anything alarming, 
tact production appears to have been 
elped by the bull market. 


Results of Federal Move 


\ iles ot 


he iction 
lard in raising 
ge speculation 


of the federal reserve 
interest rate to discour- 
has curtailed the bank 
uarket at times and has forced many in 
the stock market to resort to various 
fans to raise money. Men are using 
their business credit for loans to pay 
rchases. Investment houses 
eavily on banks, putting up 
are not moving. 

issues of bonds may be 
the public not buying 
person is purchasing stock 
ire credit at the bank with 
mney payable at any time. 
1 the federal reserve bank 
in the effort to check speculation and 
clip banks presents the question of a 
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CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, AUGUST 30, 1929 


Disability Underwriting 
Explained to Life Men 





NIAGARA FALLS, ONT., Aug. 

-~Speaking before the last of the three 
regional conventions of the Northwest- 
ern National Life here today, Henry 
W. Cook, vice-president and medical 
director, gave a very instructive talk 
on disability underwriting as it applies 
to the agent. 

Dr. Cook told of the growing impor- 
tance of the moral hazard. He said the 
earned income is the key to this prob- 
lem in disability underwriting and must 
be considered, not only on the basis of 
present income, but with due regard to 
the probable future earnings of the ap- 
plicant. 

He pre sented charts showing the 
probable incomes of a number of busi- 
nesses and professions. Doctors and den- 
tists were shown to have rapidly in- 
creasing earning power until the maxi- 
mum is reached at about age 45, after 
which the income declines slowly to 50 
and then goes down rapidly. Obvious- 
ly a man in one of these professions 
cannot be sold disability insurance based 
on his income between age 35 and 45 
without creating a situation in which 
the moral hazard is apt to be a factor. 

A banker on the other hand is a very 
desirable disability risk. His income 
increases very slowly in the early years, 
advancing more rapidly after the age of 
30, increasing even through the sixties. 
At the age when most men buy life in- 
surance it is safe to base the amount of 
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Committee to Announce 
Claris Adams’ Successor 


The executive committee of the Amer- 
ican Life Convention will hold a special 
meeting about the middle of September. 
At that time it is understood that formal 
announcement will be 
the new secretary and general counsel 
to succeed Claris Adams, who becomes 
executive vice-president of the American 
Life of Detroit. It understood 
negotiations have been completed to 
secure a well known judge who is head 
of one of the prominent courts 
middle western city. 


is 


ing fund thus impaired. And the 
question arises whether there should be 
some other method found to curb spec- 
ulation that will not create a situation 
of such danger to life insurance equities. 


May Affect Policies 








1S 


Some feel that the federal reserve 
board is endeavoring to protect banks 
but may be greatly harming life insur- 
ance. Call money ranging from 10 to 
20 percent, they point out, another 
factor which might influence policyhold- 


is 
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ers to tap their insurance funds in or- | 


der to raise money. 

Insurance officials are chary about 
being quoted. They do not want to 
advertise raids on insurance equities 
held in their companies. Nor do they 
want to generalize; they know what is 
going on only in their own companies. 

(CONTINUED ON PAGE 13) 
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permanent disability his 
earnings. 

The promoter type 
ous disability risk. A 
perament makes big 
and very little the next. He goes along 
with one proposition making a fortune 
out of it and when it blows up it takes 
him a number of years to come back. 
The chart shows an irregular income, 
high at times, low at others, and after 
the age of 59, these men, on the aver- 
age, their ability to make large 
sums of money. 

A farmer is a good life insurance risk 
and a poor disability risk for the rea- 
son that his income is at its best be- 
tween the ages of 35 and 40. He has 
a tendency to retire from his farm in 
later years for work that is less ardu- 
ous. 

The clerk is a desirable risk. His in- 
come, never very large, increases steadi- 
ly, and is apt to stay at its maximum 
until the age when the disability pro- 
tection is no longer effective. 

The capitalist is not a good disability 
risk, in fact he is not insurable. Agents 
should remember that disability insur- 
ance is designed to protect earned in- 
come. Because a man has a large in- 
come from investments is no indication 
that he is entitled to a large amount of 
disability protection. He has no earned 
income to protect and no great desire 
to stay on the job. 
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Chicago Association Issues 


Elaborate Whatley Folder 


The Chicago Association of Life Un- 
derwriters in its undertaking to put 5. es 
general agent in Chicago for 
Aetna Life, over as president of the 
National Association of Life Underwrit- 
in a big way, has just issued an 
elaborate and finely printed folder to 
end. It bears on the front cover 
an unusually good picture of Mr. What- 
ley, on the inside pages a digest of his 
accomplishments and the association’s 
recommendation and on the back cover 
Thurman, presi- 
the association. 

Chicago association advances as 
reason for his election to the high 
at the National association annual 
in Washington, D. C., Sept. 
the following: “1. Chicago, the 
second largest city in the United States 
and producing the second largest volume 
of life insurance, has not had a national 
president since 1912. 2. Largely due to 
efforts of Mr. Whatley the Chicago 
association one of the largest and 
most aggressive for the best practices in 
insurance selling. His election will 
be) a great influence in continuing to 
strengthen the National association. 3. 
He has lived and done executive life 
work in the south, the east 
and the far west, so that he under- 
stands the problems of the whole coun- 
try and is now located close to the cen- 
ter of population. 4. In Mr. Whatley 
we have a candidate of remarkably 
suitable qualifications—one who has the 
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Add Lincoln to 
Speakers List 


American Life Convention Pro- 
gram Supplemented—Finan- 
cial Group’s Topics Given 


H. B. ARNOLD TO TALK 


Skilton to Address Home Office Man- 
agement Section—Burnet and Reid 
Are Speakers 
“Life 
Business 


National 
will the subject 
the American Life 
annual 


Insurance In the 


Structure” be 
of an address before 
Convention at 
the 


Lincoln, 


its meeting 
Oct. 17 

V ice-president 
the 


in 


Cincinnati, morning of by 


Leroy A. first 


and general counsel of 


tan Life. 


Metropoli- 


Because of his 
the 


this country 


very wide experience 
business and political affairs of 
Mr. come to 
know very intimately the part that life 
insurance has played in the building up 
of this country’s great business struc- 
ture. 
After 
with 
the east, 
was the 


in 


Lincoln has 


years of successful practice 
of the leading law firms of 
Mr. Lincoln from 1915 to 1917 
counsel of the New York in- 
surance department. In 1918 he be- 
came general attorney for the Metro- 
politan Life and later was advanced to 
first vice- president and general counsel. 

At the session devoted to subjects 
of especial interest to members of the 
financial section the afternoon of Oct. 
17 the speakers will be R. H. Loomis, 
of Shaw, Loomis & Sayles, Boston, on 
“Should the Portfolio of a Life Insur- 
ance Company Include Common 
Stocks?” and H. B. Arnold, president 
of the Midland Mutual Life, on “The 
Investment of Policyholders’ Legal Re- 
serve Life Funds.” Mr. Loomis is one 
of the leading authorities on investment 
subjects in the east, while Mr. Arnold, 
a tormer president of the American 
Life Convention, has made a very ex- 
haustive study of the subject of his ad- 
dress. 
The 


one 


afternoon of Oct. 16 Philip Bur- 
net, president of the Continental Amer- 
ican Life of Wilmington, MDel., will 
speak on “Budgeting In a Life Insur- 
ance Company” and Edward E. Reid, 
general manager of the London Life 
of Canada, will deliver an address on 
“The General Problem of Home Office 
Management.” 

The evening of Oct. 
of the financial section C. 
of the Connecticut 
speak on “Managing 
Same evening at the home office man- 
agement section G. W. Skilton, comp- 
(CONTINUED ON PAGE 13) 
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Disability Underwriters 
Fight on Aviation Rider 


MEETINGS BEGIN NEXT WEEK 





Rating May Come Up for Discussion 
at New York Department’s Con- 
ference on Question 





NEW YORK,,. Aug. 29.—Disability 
underwriters are now preparing tor a 
strenuous month. Discussions in their 
inner councils are being concluded this 
week, for beginning next week a series 
of meetings is scheduled which may 
lead to a drastic reform in disability 


underwriting. The special disability 
committee of the Actuarial Society 1s 
in session in New York this week, pre- 


paring its data for the hearing which 
is to be held next week by Superin- 
tendent Conway of the New York in- 
surance department. This is a general 
hearing of all life company men, called 
for next Wednesday at the department 
headquarters in New York and is prin- 
cipally for the purpose of enabling the 
superintendent to come to a definite 
conclusion as to the stand he shall take 
on this question at the special disability 
session of the National Convention of 
Insurance Commissioners, to be held at 
Toronto the week of Sept. 16. On that 
Monday the joint committee on disabil- 
ity of company men and commissioners 
will have its final meeting and will then 
go before the convention with the pro- 
posed standard clause. 


Rating May Come Up 


Rating may also come up for general 
consideration, as a special committee 
has also been studying this on the basis 
of certain companies’ experience as es- 
pecially reported to the Actuarial So- 
ciety. There has been a widespread de- 
mand for at least consideration of the 
rating side of the disability clause, in 
addition to the form and practices. 

Mr. Conway has gathered material 
from various companies, which he will 
discuss at next week’s hearing and this, 
also, may be important in the final con- 
clusions, for it is the newer expression 
of opinion on the part of all life com- 
panies, guided by recent hearings and 
controversies, with a frank expression 
asked from all. 

Additional interest is attached to the 
entire proceedings of the next few 
weeks, due to the fight which the Mu- 
tual Benefit is staging in defense of its 
new disability form, an innovation on 
the market. The outcome of the con- 
vention hearing will be vital in that 
connection, as the proposed standard 
as last reported would prohibit the Mu- 
tual Benefit clause. A final opportu- 
nity of the month for fireworks on dis- 
ability is the joint meeting of the Ac- 
tuarial Society and American Institute 
of Actuaries, to be held at Toronto the 
second week in October, though by 
that time it is probable the controversy 
will have passed into a determined 
course of action. 


“Early Birds” Win $3,500,000 


More than $3,500,000 of new business 
was piled up in the “Early Bird” contest 
among Aetna Life agents, 755 men 
qualifying for admission to the “Aetna 
Early Bird Association.” The Minne- 
apolis and Little Rock agencies tied for 
the largest number of “apps” submitted 
in the one-day contest, each with 51 
“apps,” but Little Rock was ahead on 
total H. H. Hoffman of the Louis- 
ville general agency was the earliest 
early bird in the contest, getting his 
first application at 5:30 a.m. The con- 
test lasted just one day and those quali- 
fying received cards signed by Ken- 
drick A. Luther, vice-president, bear- 
ing a picture of a bird pulling a worm 
out of the ground while the sun peeps 
over the horizon, 











Two Views of the American Citizen 
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—Chicago Tribune. 








Southwestern Life Elects 
Bradford Board Chairman 


DALLAS, TEXAS, Aug. 29.—At a 
special called meeting of the directors 
of the Southwestern Life, following the 
announcement of the sale of the major- 
ity of the stock to the Missouri State 
Life, T. L. Bradford, vice-president, was 
elected chairman of the board and C. 
F. O’Donnell was named general coun- 
sel. Richard R. Lee, former secretary, 
was elected vice-president to fill the 
place made vacant by the promotion of 
Mr. Bradford. E. G, Brown was named 
vice-president and actuary, T. L. Brad- 
ford, Jr., was elected vice-president and 
treasurer and R. ‘A. Goodman vice- 
president and secretary. New directors 
elected are Hillsman Taylor, president 
of the Missouri State Life, and E. R. 
Brown of the Magnolia Petroleum 
Company. 


Federal Survey Shows 
Big Rise in Auto Deaths 





A 10 percent increase in the number 
of deaths from automobile accidents in 
78 large American cities for the year 
ended Aug. 10 is reported by the De- 
partment of Commerce. The total in the 
cities canvassed was 7,986 as compared 
with 7,252 for the previous year. This 
indicates a mortality rate of 24.3 per 
100,000 population as compared with 
22.1 for the previous year, or estimated 
mortality of more than 27,000 for the 
entire country. 





Complete Requirements 


Since consolidation of the Citizens 
Life of Huntsville, Ala., with the South- 
ern of Nashville, Tenn., necessary legal 
qualifications for writing business in 
both states have been completed. The 
Citizens has been licensed by the Ten- 
nessee department and also has filed 
papers for domestication. 





Single $1,000,000 App Made 
by Canadian Stock Broker 


A single application for $1,000,000 was 
obtained recently by Major Chassey in 
Canada after two years work. It was 
placed with three Canadian companies, 
one of which was the Great West Life, 
and it is believed to be the first single 
application of this size that ever has 
been obtained in western Canada. The 
policyholder is 37, a wealthy and pro- 
gressive stock and bond broker, is mar- 
ried and has two young children. The 
insurance was taken primarily to pro- 
tect his firm against the unavoidable 
loss that would result with his death, 
since he is the principal owner, presi- 
dent and executive head, and the con- 
cern’s spectacular success has been due 
almost entirely to his ability. The 
broker wished to solve two problems, 
those of estate conservation and busi- 
ness protection, and life insurance was 
the answer. 


Has Heavy Loss on First 
and Second Year Policies 





Sixty first-year death claims amount- 
ing to $246,529, involving premiums of 
only $10,345, were settled by the New 
York Life in July, and 57 second-year 
claims amounting to $255,989, on which 
only $20,783 in premiums had been paid, 
also were settled. One $10,000 policy 
on a Berlin, Wis., woman had been in 
force only 12 days and only $9.90 had 
been paid on it. The largest claim was 
$19,376 on a first-year policy. There 
was another claim for $15,000 and five 
for $10,000. The largest second-year 
claim was $40,000 on three policies. The 
New York Lifd paid $197,405 on dis- 
ability clauses during the month in ad- 
dition to regular policy proceeds, 87 fa- 
talities being involved. In all 13 policy- 
holders were drowned. Twenty-four of 
the claims were the result of automobile 
accidents. 





N. Y. Department to Reopen 
Fight on Aviation Ride; 


ACTION COMPLETE SURPRISE 


Appeal Court’s Decision Favoring Met. 
ropolitan’s Attempt to Solve Prob- 
lem of Coverage for Aviators 


NEW YORK, Aug. 29.—Appea! 
to be taken by the New York insurance 
department from the recent decision oj 
the New York court of appeals in the 
litigation over the proposed aviation 
rider for life insurance policies of the 
Metropolitan Life. This action, a sur- 
prise to those who have followed this 
case, will greatly delay action on th 
proposed form, which it had beep 
thought would be available for policies 
this fall, following the sweeping deci- 
sion of the court in favor of the Metro. 
politan. Notice of intention to appeal 
has been filed and the papers will short- 
ly be filed, so that it may go before a 
fall session of the court for considera- 
tion for rehearing. 


Regarded as Solution 








This is a continuation of long litiga- 
tion over a proposed rider which the 
Metropolitan Life regarded as the solv- 
tion of the underwriting difficulties i: 
connection with aviation risks. It was 
proposed to write pilots and _ others 
with a heavy air hazard, with a rider 
eliminating loss from the air hazard, 
but retaining all other features of life 
coverage. Thus air risks, not accept- 
able otherwise except at an almost pro- 
hibitive rating up and some not ac- 
ceptable at all, could be granted life 
coverage at normal rates. The insur- 
ance department refused to approve the 
form and the company then appealed t 
the court to require the departmental 
approval. Mr. Beha was then superin- 
tendent, but Mr. Conway, the present 
state official, has continued the depart- 
mental interest in the case and has re- 
peated the stand of his predecessor 
The court returned the clause to the 
department with a decided opinion i 
which it held that there were no good 
grounds for refusal to approve, as 
theretofore expressed, and the depart 
ment was given the clause for recon- 
sideration. 


Arthur and Lusk Join Home 
Office Staff of Old Line 





Edwin G, Arthur has been named 
field superintendent of the Old Line 
Life with headquarters at the home oi- 
fice in Milwaukee. 

For nearly five years Mr. Arthur has 
been connected with the Travelers i 
the Chicago territory, and for the past 
two years he led the field in accident 
and health production, also having 
an average of $250,000 a year life bus: 
ness to his credit. 

Eber S. Lusk has been appointed ¢- 
rector of field service for the Old Line 


Life. Mr. Lusk for the past five years 
has been in conservation and field or 
ganization work with the Norther 


States Life. 

Mr. Lusk is responsible for “Lah To- 
lica,” the semi-monthly field men’s pu 
lication, and will direct the advertisi® 
and publicity of the company. 


r 


Conducts School at St. Louis 
More than 50 representatives of 


Pan-American Life of New Orleats 
from Missouri, Illinois, Indiana 2 
Kentucky are expected to attend é 
school of instruction in St. Louis 5¢? 
5-6. . 
Dr. Marion Souchon, vice-preside 


, 


and medical director; Ted M. Simmo! 
manager United States agencies, # 
S. A. Allison, vice-president and * 
tuary, will conduct the school. 
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Western Agents 
Hold Conference 





President Arnold Opens North- 
western National Life’s Colorado 
Regional Meeting 





CHANGE PROOF BLANKS 





Texas Agent Presents Functions of 
Business Insurance—Many Agents 
Give Underwriting Ideas 





Northwestern National Life agents 
from Texas, Kansas, Montana, Wyo- 
ming and all territory west of these 
states met at Troutdale-in-the-Pines, 
Evergreen, Colo., last week for the 
western regional convention. 

On Wednesday morning the first 
business session was held. President 
0. J. Arnold opened the meeting and 


after introductory remarks was followed 
by an address of welcome by Charles 
R. Mason, general agent at Denver for 
Colorado and Wyoming, to whom a re- 
sponse was made by John Bedlake of 
Billings, Mont., veteran general agent. 
. 4 va 

[he meeting was then turned over to 
W. F. Grantges, agency director, who 
presided at all the business sessions. 

Makes Valuable Contact 


George W. Wells, secretary and head 
~f the claim department, announced 
that three blanks instead of four would 
be required in the future in connection 
with the proof of death of a policy- 
holder, the blanks requiring a statement 
ff the undertaker and the minister now 
ing replaced by a single blank calling 
jor a statement by a friend. This not 
only greatly simplifies the obtaining of 
information at the time of the death of 
the policyholder, but # enables the 
agent to make a splendid contact with 
the best friend of the deceased. 

Eight Principal Functions 


W. D. Foster of Texas gave a short 
talk on business insurance and said that 
the eight principal functions of busi- 
insurance were: (1) To replace 
brains; (2) to furnish cash to tide over 
the business while proper management 
s selected; (3) to help the credit rat- 
ng of the firm during the life of the 
policy; (4) to provide a secret asset; 
5) to protect a silent partner; (6) to 
lave a sinking fund for the replacement 
t obsolete machinery; (7) for the re- 
trement of employes, that is, group en- 
lowment insurance, a rapidly growing 
levelopment. 

W. H. Barrow of Texas, in speaking 
N group insurance, said that there was 
2 mistake in the opinion that the writ- 
ng of group insurance required a tre- 
mendous amount of time to be taken 
way from regular business. He said 
the important thing being to find out 
ho the right man is to talk to before 
‘oheiting a group. 


ness 





Presents Canvassing Plan 
>. H. Nadel presented a canvassing 
an tor September. Vincent Grainger 
t Texas spoke on “How I Solicit Busi- 


ss in a Small Town.” Although in 
‘%¢ Ite insurance business less than one 
tar Mr. Grainger is the leading pro- 
cer in Texas. He gave the credit for 
s success to the following factors: 

Mastered the sales training course, 


Sold himself to a community where 
had lived, (3) used mail and news- 
r advertising, (4) presented life in- 
fance as property. 

¢ Hazzard of Montana, who has 
' t less than $15,000 of busi- 
(CONTINUED ON PAGE 12 


‘Common Stock Ownership | 
Receives Much Comment 





L. Brackett Bishop of Chicago, for- 
mer manager of the Massachusetts Mu- 
tual and former president of the Na- 
tional Association of Life Underwriters, 
makes some comment on life insurance 
investments in view of the letters that 
have been appearing in THe NATIONAL 
UnpERWRITER from company officials on 


whether investment laws should be 
liberalized to permit the holding of 
common stock. 

He said: “The question of whether 


life insurance companies should be al- 
lowed by law to invest in common stocks 
is of vast importance. The companies 
have been conservative and have 
proud to regard their contracts next to 
the bonds of the government from 
standpoint of safety. It has made the 
life insurance business the most stable 
and practically impregnable to the 
vicissitudes to which all other activities 
are subjected. 
No Mutual Company Failed 

“It is interesting to know that 
mutual life insurance company on 
legal reserve basis from its establish- 
ment has failed. 
this wonderful record? 


no 


ence to the great principle that trust 
funds must be loaned and not put 
into business. This with the careful 


supervision and periodic examination of 
companies has established extraordinary 
safeguards. The question of whether 
over a given period of time stocks will 


minor one. The lesson learned 
the investigation of life companies in 
1907 should not be forgotten. We do 
not want our life insurance officials 
spending their time watching the stock 
market ticker. Their time should be 
occupied in furnishing dependable life 
insurance to the people. 
United States Favored 
“The United States has been remark- 


ably favored in having practically no 
unfortunate life insurance experience. 
Other countries have not been so fortu- 


nate as witness the debacle of life com- 
panies in Germany, Austria, Russia, etc., 
where it is difficult to sell life insurance 
now to the people who having paid 
their money for premiums for years 
found their policies practically worthless. 
An epidemic of failures of life com- 
panies in the United States caused by 
the violation of the great principle of 
life insurance investment, ‘Loan but do 
not risk trust funds in business,’ would 
be disastrous to life insurance as a whole. 


been | 


the | 


Many years would have to elapse and 
a return to the principle which has 
placed life insurance in its present posi- 
tion before the confidence of the public 
would be restored. Just at this time 
the address on life insurance investments 
by Superintendent Conway of New York 
before the forthcoming meeting of the 
National Association of Life Under- 
writers will bring the attention of all to 
this perhaps greatest test question con- 
cerning the business.” 


American Bankers 


President F. H. Rowe of the Ameri- 
can Bankers says: 
“Our officers believe that the trend 


of state laws enlarging the class of se- 


|curities in which companies can invest 


|} common 


the | 


What is the basis of | 
A strict adher- | 


pay a larger interest than bonds is a} 
from | 


| good judgment. 


is in the right direction and that com- 
mon stocks may be owned under proper 
restrictions. The New York provisions 
seem to be in the right direction. If 
stocks were held under such 
as the New York law pro- 
vides, we believe there would be less 
loss than has been sustained through 
the ownership of farm mortgages and 
the more recent decline in the price of 
bonds. The great advantage to insur- 
ance companies and the thing greatly to 
be desired, would be uniformity in state 
laws and in rulings by departments, 
covering all insurance investments and 
this would especially apply to the own- 
ership of common stocks. We do ap- 
prove of all reasonable restrictions.” 


restrictions 


Commends Canadian Law 


One of the large western companies 
says: 

“We do feel that life companies 
should be permitted to invest in com- 
mon stocks under certain very definite 
restrictions to the dividend record, 
percentage issue that may be pur- 
chased and possibly the percentage of 
the company’s assests that may be in- 
vested in this type of security. We feel 
that the Canadian law relative to in- 
vestment in common stocks is a good 
one and that it would be desirable for 
the states to adopt somewhat similar 
investment laws. You mentioned in 
your letter the Chicago company which 
made investments in mortgages. 
The laws governing investments are de- 
signed with a view of insuring safety. 
It is impossible, however, to guarantee 
It is just about as easy 
to buy poor mortgages or unsafe bonds 


as 


of 


poor 


|}under the present legal restrictions as it 


would be to buy poor common stocks 
under adequate restrictions.” 








Finds Missouri Without 
Anti-Twisting Statute 


Although Missouri has a strict law 
which was intended to do away with 
the practice of twisting, the word “twist- 
ing” is not used in the statute, it was 
disclosed by an officer of a life com- 
pany this week who commented on re- 
cent stories which stated that Missouri 
has a rigid anti-twisting law with fine 
up to $500 or 30 days in jail as punish- 
ment. “This is an error that should be 
corrected,” the officer wrote. “There is 
no law in the Missouri statute on twist- 
ing. The fact of the matter is that the 
law referred to is the law against mis- 
representation. Of course the exact 
meaning of twisting is misrepresentation, 
but it is loosely used to mean any 
changing or substitution of insurance 
policies, much of which may be and is 
entirely honest and free from any mis- 
representation whatever.” 


Every wide-awake life insurance man 
should subscribe for his own personal 





of The National Underwriter. 


copy 





Company Directors 
Interested in Merger 


A $250,000,000 holding company, 
known as the First Bank Stock Corpo- 
ration, affiliating 34 northwest banks, was 
formed in Minneapolis and St. Paul last 
week. Among the officers are two lead- 
ing life insurance directors, Richard C. 
Lilly, of the Minnesota Mutual, St. Paul, 
and Clive T. Jefferey of the Northwest- 
ern National, Minneapolis. Mr. Jefferey 
is president of the Soo Line Railway. 
Mr. Lilly is president of the two larg- 
est banks in St. Paul, recently merged. 


Have 100 Percent Renewal Record 


E. A. Stangel of Nebraska and J, J. 
Rendle Minnesota each had a 100 
percent renewal record for the Central 
States Life during the first five months 
of this year. 

Twenty-one agents of the company 
had a renewal percentage of 85 percent 
or better and five of these had 95 per- 
cent or more renewed. 


of 





[Kenagy Advises 





~ 


Aiding New Men 


Research Bureau Expert Gives 


Valuable Pointers to Man- 
agers in Field 


SPEAKS AT MILWAUKEE 


Hartford Man Outlines Fundamentals 
in Preparing Novices for Battle 
With Prospects 


MILWAUKEE, Aug 29.—Agency 
training is designed to teach skill in 
presenting life insurance rather than the 
mere acquisition of knowledge of life 


insurance, declared H. G. Kenagy of the 
field service of the Life Insurance Sales 
Research Bureau of Hartford, addressing 
general agents in attendance at the an- 
nual agency rally of the Old Line Life 
here this 

“The put too 
much knowledge about life insurance at 
first into the heads of new agents,” Mr. 
Kenagy declared. “Just knowledge about 
life insurance, even if the knowledge be 
complete, is not enough. The ability to 
take knowledge and translate it into the 
life insurance needs of people is neces- 
sary, and these things must be taught by 
actual field experience and under super- 
vision. 


week, 


usual attempt is to 


Outlines Pressing Need 


“There must of course be some knowl- 
edge of life insurance, but let's not fuddle 
up the new agent with too much of it in 


his first year. We've been teaching 
men how life insurance works in me- 
chanical principle. We need to tell 


them rather what it does; 
people’s lives. 

“To teach this the general agent needs 
a definite program, and after he has the 
plan he needs to realize that good train- 
ing requires good teaching—not just a 
matter of describing what is done when 
life insurance is sold, but is a process 
of breaking the job into its simple ele- 
ments, explaining these elements; then 
having the agent try to do the job with 
supervision. 

“The greatest crime in life insurance 
today is to bring a man who has possi- 
bilities into the business, give him train- 
ing, and then leave him alone without 
follow training 


how it fits into 


up or supervision 
Learn by Doing 
“Good training requires teaching on 


the job, or learning to do under com- 
petent supervision, Psychologists say 
that we remember one-tenth of what he 
hear, three-tenth of what we see, five- 
tenths of what we see and hear, seven- 
tenths of what is repeated, or what we 
ourselves; but 


say we remember nine- 
tenths of what we do. 
“Apply this to the salesman in the 


life insurance business, and do not de- 
pend then on lectures and s: 





es courses 


and agency conferences alone for his 

training, but teach him by doing. 
“What knowledge does a new agent 

need in order to do a ~ood job? Gen- 


erally, new agents want to know what it 
is they have to sell, who are their pros- 
pects, and how do they go about it. 
These are the questions which the gen- 
eral agent should answer the new 
man. 


tor 


respecting Is Weakness 


“We never get through talking about 


prospecting in the life insurance busi- 
ness, rhe great percentage of men 
who fail in the life insurance business 


(CONTINUED ON PAGE 12) 
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Lewis Disapproves Riders 
Regarding Air Travel 





APPLY TO PASSENGERS 





Companies’ Mortality Rate Benefits by 
Advance of Medical Science— 
Should Accept Additional Hazard 


——— 


PIERRE, S. D., Aug. 29.—Commus- 
has expressed his disap- 
riders submitted to the 
department by the life 
their liability in case 
air travel. He 


sioner Lewis 
proval to the 
South Dakota | 
companies limiting 
a policyholder engages 
said: 

“If the proposed 
gally attached to either the 
the non-standard torm of 
thereby become a part ot t 


riders could be le- 
standard or 
policy and 
he contract, 


he said, “the door is open to ow, oe 
striction without end. Every a 
ment of our civilization that created an 


ard to life could be guard- 
ed against in life contracts by similar 
clauses. Riders providing for a reduc- 
tion of liability in the event that as- 
sured should ride in an automobile = 
cept as a fare-paying passenger couX 
undoubtedly be submitted. _A rider pro- 
viding for a reduction of liability in 
case of death of a pedestrian crossing a 
busy street unless accompanied by a 
traffic officer is not beyond our imagi- 
nation. Life insurance companies have 
received the benefit of increased mor- 
saving due to the progress of 
higher standards of living, 
methods of sanitation, and 
the development of preventative and 
remedial medical science. | Should they 
not then accept the additional hazards 


additional haz 


tality 
civilization, 
improved 


ee 
that accompany that same_ progress: 
The use of liberal tables of mortality 
have been authorized bv law. It can- 


not be determined whether or not the 
development of aviation will materially 
increase the mortality rate during the 
next generation. 

“The riders submitted do not apply 
exclusively to professional or amateur 
aviators but are extended in two of the 
forms to all except fare-paying passen- 
gers. In the other two no exception 1s 
made. I do not believe that the use of 
these riders can be justified either le- 
gally or logically. They are therefore 
disapproved.” 


Ohio National Agents Meet 


The Ohio National Life is holding 
its Builders Club convention this week 
in Chicago. President T. W. Appleby 
will introduce the new members and 
guests, and C. H. Kahn, acting presi- 
dent of the Builders Club, will give an 
address. Clyde Lemont Hay of Chi- 
cago and James Nelson will speak at 
the dinners. During the business ses- 
sions round table discussions will be 
held on the problems agents meet in 
the field. 


Barnard Is Sales Head 

Harry W. Barnard, second vice-presi- 
dent of the Spectator company, has been 
appointed sales manager and will direct 
an increased sales force throughout the 
country. He joined the Spectator in 
1904, was appointed assistant secretary 
in 1910 and second vice-president and 
director in 1915. He has taken a 
prominent part in building up sales of 
the various publications issued by the 
Spectator and is one of the best known 
aml most popular insurance publication 
men in the United States. 


Mrs. S. S. Hallam Dead 


Mrs. Sam S. Hallam, widow of one 
of the founders and head of the Illinois 
Bankers Life Association for many 
vears, died at her home in Monmouth, 
Ill., this week. She was well known to 
many leaders in the business due to the 
fact that for many years she attended 
conventions with her husband. Mr. Hal- 
lam died in 1919. 








Joins Provident 














HENRY 


DR. CHARLES R. 


In consequence of the growth and 
development of its life department, the 
Provident Life & Accident will now 
inaugurate a full-time medical depart- 
ment and Dr. Charles R. Henry, associ- 
ate medical director of the State Life 
of Indianapolis, has been made medical 
director. Dr. H. L. Fancher, who has 
served the Provident as part-time medi- 
cal director since the inception of the 
life department a few years ago, will 
continue his connection with the medi- 
cal department, but will devote a large 


portion of his time to private practice. 
Dr, Henry was once with the Equit- 
able Life of New York, as traveling 


inspector, later serving in the home of- 
fice of the Equitable as an assistant 
medical director, specializing in research 
work. 








Buys Policy with 
Insurance Proceeds 





PHILADELPHIA, Aug. 29.—Using 
the proceeds of a life insurance policy 
to secure a new policy to carry out the 
intention for which the original policy 
was taken out, is something new. And 
yet George R. Singleton, manager of 
the Philadelphia Life branch office at 
Charlotte, N. C., has just placed a policy 
to do just that. 

Mr. Singleton, in describing the policy 
at luncheon during the “traveling con- 
vention” of the Plicos, said that it was 
the first time in his career as a life 
underwriter that he had written a single 
premium policy. The premium amounted 
to slightly over $2,700. 

The policyholder, he said, was a 
widow. Her husband had left a life in- 
surance policy, the proceeds of which 
were to be used in educating their 
daughter, who is now 14 years of age. 
Seeking a safe 6 percent investment, the 
widow decided to use the same invest- 
ment as her husband—life insurance. 
She therefore invested the money in a 
five-year educational endowment. When 
her daughter is seventeen she will re- 
ceive $1,000 and $1,000 a year there- 
after for the next three years. 


Counselors’ Club Meets 


The Indianapolis Life Counselors’ 
Club is holding its convention at Royal 
Muskoka, Canada, this week. Member- 
ship in the club is limited to those who 
write $125,000 a year insurance. J. W. 
Schwab is president of the club for 
1928-1929. Problems of field men will 
be discussed by the various agents dur- 
ing the business session. The enter- 
tainment program offers a variety of 
activities, 





Gang of Conspirators 
Work Chicago Agencies 


CLEVER SCHEMES ARE USED 


Number of Offices Have Been Imposed 
on by a Gang of Insur- 
ance Shysters 


A gang of agency conspirators is 
working in Chicago and has fleeced 
some of the general agents for compara- 
tively large amounts because of the 
cleverness of the course followed. It 
seems that this aggregation works more 
or less together. They approach a gen- 
eral agent desiring to take up life in- 
surance and use an assumed name. They 
find out ahead of time the name of 
some reputable man who has been con- 


nected with a concern, and take his 
name. The inspection and references 
are, of course, first-class. These men 


usually operate with two or three gen- 
eral agencies and also work for some 
fraternal or assessment company. They 
also have a drawing account with some 
investment concern that is very greedy 
ior business. Then they will secure ap- 
plications from reputable people but in 
the medical examination one of their 
own number will go to the physician’s 
office. The inspection on the applicant 
is favorable. These men meet every 
noon for a conference. So clever have 
they been in covering up their tracks 
that some of the old time general agents 
have been imposed upon. One office, 
for instance, found it necessary to make 
a thorough house cleaning and discov- 
ered nine of these shysters on the 
agency roll while being seemingly first- 
class men. Their policy was to take 
premium notes or stave off payment as 
long as possible. 


Agency Management School 
Follows Guardian Meeting 





A selected group of 15 representatives 
of the Guardian Life from all sections 
of the country attended the second of 
a series of agency management courses 
for the company’s field men which 
started Monday in Estes Park, Colo., 
following the Guardian’s annual con- 
vention. James A. McLain, superin- 
tendent of agencies; F. E. Weidenbor- 
ner, Jr., assistant superintendent of 
agencies, and J. E. Lockwood are su- 
pervising the course. 

Talks by sales specialists featured the 
Guardian Life field men’s convention at 
Estes Park, Colo., Aue 22-24. James 
A. Whitmore of Buffalo spoke on “Why 
the Guardian—Buffalo Edition.” An ad- 
dress on “Program Building” was de- 
livered by James A. Tyson, Philadelphia, 
and John C. McNamara, Jr., New York, 
used for his subject, “The Future.” The 
home office was represented bv President 
Carl Haye, James A. McLain, superin- 
tendent of agencies; Frank E. Weiden- 
borner,. Jr., and Joseph E. Lockwood, 
assistant superintendents, and Richard 
W. Griswold, agency assistant. Saul 
Kornreich of New York is the new presi- 
dent of the Leaders Club for 1929-30. 
ng meetings were attended by about 
400. 





Joins Equitable of New York 


Milton J. Goldberg of Des Moines 
has entered the actuarial department 
of the Equitable Life of New York. 
Mr. Goldberg received his M. S. degree 
from the University of Iowa last June 
at the age of 21 and has been given a 
number of honors for high scholarship. 
He declined a three-year teaching fel- 
lowship at the University of Iowa to 
pursue his actuarial work. He recently 
successfully passed the first four exam- 
inations given by both the Actuarial So- 
ciety of America and the American In- 
stitute of Actuaries, 





Claim Men’s Program for 
Hot Springs Meeting Given 


BUTTON TO WELCOME GUESTS 





President Gallaher to Give Annual Ad. 
dress—Stewart La Mont of Met- 
ropolitan to Speak 


The International Claim Associat 
has announced its program for its an- 
nual convention Sept. 9-11 at Hot 
Springs, Va. Commissioner Joseph But- 
ton of Virginia will give the address of 
welcome and President Horace S. Bean 
of the Eastern Casualty will respond. 
President Harry P. Gallaher will give 
his annual address and reports will be 
given by the executive committee, offi- 
cers and standing special committees, 
The following addresses will be given: 

“False Medical Certificates,” Irving 
Ben Cooper, special counsel, New York 
Medical Society; “Multiple Responsibil- 
ities of the Claim Adjuster,” Stewart La 
Mont, third vice-president, Metropolitan 
Life; “Tuberculosis as a Disability,” 
Dr. Wm. M. Stockwell, superintendent 
and medical director of the Connecticut 
state tuberculosis sanatorium; “Prepara- 
tion of Suits for Trial,” Wm. Marshall 
sullitt, Louisville attorney, and “Sun- 
stroke, Hydrophobia. and Freezing,” 
Neil P. Beall, Cleveland attorney. 

The entertainment program calls for 
bridge and sports and the annual ban- 
quet and dance on Sept. 10. Trips will 
also be taken to the nearby scenic spots 
of the Allegheny mountains. A _ golf 
tournament will be held the afternoon of 
Sept. 10. 


Hold Annual Convention 
of General Agents’ Group 





General agents of the Old Line Life 
met at the Hotel Pfister in Milwaukee 
Tuesday noon in the first session of the 
annual agency rally, Aug. 27-29. Rupert 

Fry, president of the company, pre- 
sided, introducing H. G. Kenagy of the 
Life Insurance Sales Research Bureau, 
who spoke on the subject, “Agency 
Training.” Mr. Fry brought up a few 
points of insurance salesmanship, stating 
his opinion that the average salesman 
talks too much and will not permit the 
prospect to read matter presented to 
him. 

Tuesday evening the Star Leaders 
Club had its meeting and party at the 
Chalet, near Milwaukee, with N. G. 
Hartberg as master of ceremonies. Wives 
of agents in attendance at the rally 
were guests at a dinner and _ bridge 
party, with Mrs. Rupert Fry in charge. 
The entire field force and ladies were 
entertained at an outing at Lakeside, 
Pewaukee Lake, Aug. 28, proceeding to 
the lake by bus, and in the morning 
witnessing an exciting baseball game be- 
tween the “Tollic Club,” captained by 
William Wulk, district manager at 
Marion, Wis., and the “Cillot Club,” cap- 
tained by Michael Green, Milwaukee, 
star producer. The umpire was M. E. 
Canfield, Antigo general agent. A lake 
trip on a steamer and a bus trip through 
the Land O’Lakes was offered Wednes- 
day afternoon following a buffet lunch- 
eon and golf tournament. Wednesday 
evening a dinner was followed by 4 
threater party. 

Business sessions were resumed Thurs 
day morning President Fry presiding 
again. Mansur B. Oakes, president o 
the Insurance Research & Review 5! 
vice, Indianapolis, Ind., spoke on “ 
Fund that Never Fails,” or monthly 1° 
come insurance, and William Lachen- 
maier, noted Milwaukee health expert, 
talked on “Keeping Fit.” John E. Reilly, 
secretary-treasurer of the Old Line Life, 
was chairman in the afternoon and Mr. 
Oakes spoke on “Going Somewhere a 
Getting There.” 
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Provident Mutual Field 


Forces Meet in Detroit 


SESSIONS CONTINUE ALL WEEK 





Large Official Staff Attends Annual 
Convention in Book-Cadillac— 


Ambitious Program 





About one hundred general agents of 
the Provident Mutual with a group of 
home office men gathered at the Book- 
Cadillac hotel in Detroit Monday for 
the annual convention of the General 
Agents’ Association. Ways and means 
of building up general agency personnel 
were discussed in the three-day meetig 
which was followed by the annual con- 
yention of the Quarter Million Club. 

Nathaniel Reese, Detroit general 
agent, president of the association, pre- 
sided. Charles Tushingham, educational 
supervisor, gave the invocation and Mr. 


Reese extended a welcome. Alfred 
Matthews, general agent in San Fran- 
cisco, paid tribute to the late John 
Way, who was vice-president of the 
company, and George W. Ryan, late 
general agent in Pittsburgh, was eulo- 
gized by his friend, Louis F. Paret, 


Newark general agent. William S. Ash- 


brook, agency secretary, spoke in mem- 
ory of the late J. Smith Hart, who was 
insurance supervisor. 
Introduce New Men 
Two general agents who were ap- 


pointed since the last convention were 
introduced, A. H. Pickford of Des 
Moines, and Abner A. Heald of Mil- 


waukee. M. Albert Linton, vice-presi- 
dent, gave the keynote address, pointing 
out that the purpose of the meeting was 
to train general agents to build larger 
and more satisfactory agencies. 

This year there are 126 members and 
four honorary members of the Quar- 
ter Million club, the officers being 
chosen according to their production. 


Selig Leads With $1,183,033 


Charles Selig of the John Tunmore 
agency of New York led in paid for 
business with $1,183,033. Other offi- 
cers of the club are: Vice-presidents, 
C. V. Anderson, Cincinnati agency; 
Isaac P. Miller, Philadelphia agency; 
Arthur J. Miller, Wells & Cornell 
agency, New York, and John L. Simons, 
eastern Pennsylvania agency, and W. 
Laurence Mason, Philadelphia agency, 


and treasurer. 

Features of the general agents’ con- 
vention were the invocation by Charles 
\. Tushingham, educational supervisor; 
memorials to John Way by Alfred Mat- 


secretary 


thews, general agent in San Francisco; 
to J. Smith Hart, by William S. Ash- 
rook, agency secretary, and to George 
W. Ryan by Louis F. Paret, New Jer- 
‘ty general agent; talks by M. Albert 
Linton, vice- -president, on “The Pur- 
pose of this Convention,” and by James 


H. Cowles, assistant to the manager of 
agencies, on “Dollars and Sense in 


\gency Building.” 

Hold Group Meetings 
Bart group conferences were held 
Pandas afternoon, Thomas B. Silliman, 
Julut! ceneral agent; Seward V. Coffin, 


Ibany general agent, and Robert H. 


Walker f Baltimore, presiding. 

, Vice-! ‘resident Freeman M. Grant of 
he ass iation presided Tuesday, Sam- 
uel P. Ellis, Cincinnati general agent, talk- 
ng on “Incre asing Production of Pres- 
ent Field oo Movies in the agency 
“m service of the Life Insurance Re- 
‘earch Bureau were shown Tuesday 
aiternoon, L. B. Hendershot of the bu- 
“aus held service department being 
Present to demonstrate. 

Claney D. Connell, New York gen-' 
‘ral agent, presided at the PB temrgy 4 
*€ssion at which Henry Bossert, | 2 


“Agen- 
A. White of the 
“Advertising and 


Statistical lepartment, spoke on 
Nelson 
£ section on 


ty Expenses, 
advertising 








Complete Chain of Home 
Office Sales Aids for Men 





SERVICE STAFF NOW FULL 
Lincoln National Appoints Vodemark 
in Charge of Supplies, Vice-Presi- 
dent Shepard Announces 





Walter T. Shepard, vice-president in 
charge of agencies for the Lincoln Na- 
tional Life, announces completion of 
another link in his plan of a chain of 
direct home office sales helps for field 
nen with appointment of Don Vode- 
mark in the) agency department. Mr. 
Vodemark will be in charge of agency 
supplies. 

The agency service force now com- 
prises six men and a clerical force, with 
A. C. Fishack, agency divisional secre- 
tary, in charge. It works directly with 
four divisional agency correspondents, 
each of whom handles sales problems of 
a superintendents’ territory. 

Staff of Correspondents 

These correspondents are N. F. Parr, 
D. C. Pray, R. H. Cutter and E. K. 
West. Mr. Vodemark handles the re- 
quests for supplies from all these terri- 


tories. Preliminary work is in charge 
ot Agency Secretary M. E. Shreve. 
With this home office group, Mr. 


Shepard has built a force that cooperates 
smoothly with superintendents of agen- 
cies and furnishes the best possible helps 
to men in the field in the form of tech- 
nical advice and inspirational material. 

Construction of the $400,000 addition 
to the home office building is progress- 
ing rapidly. All the floors are in, steel 
work completed and walls about half 
way up. The extra space will house, 
in addition to greatly enlarged offices, 
an auditorium and a modern cafeteria. 


Officers Back on the Job 
William H. 


and superintendent of 
Atlantic Life, is back from an 
trip through the middle west. A. O. 
Swink, president of the company, who 
was with him on a portion of the trip, 
is also back at his desk. 


Hafrison, vice-president 
agencies of the 
agency 





Franklin C. Morss, 
“Summing Up 





Direct Mail” and 

manager of agencies, on 

the Convention.” 
Officers of Association 


Freeman M. 
of the association, R. 
secretary-treasurer and 
more auditor, 

The Thursday morning session of the 
Quarter Million club was presided over 
by Donald T. McKinnon of the Detroit 


Grant is vice-president 
’. Creighton 
John S. Tun- 


agency, past president. Talks were 
gives in this section by Messrs. Tush- 
ingham and McKinnon and a memo- 


rial to those of the company’s forces 
who died during the year was read by 
Andrew J. Davis, vice-president, and 
Isaac C. Miller, Philadelphia agency. 

Officers were installed by Willard 
Ewing and then a question and answer 
hour was held in which M. Albert Lin- 
ton, vice-president; Edward W. Mar- 
shall, actuary, and Mr. Tushingham 
participated. 

Discuss Sales Plans 


Group discussions on the subject, 
“My Plan for Increasing Sales” were 
to be held at breakfast Friday morning 
and a banquet in the evening. 

Arthur J. Miller of New York No. 4 
agency, vice-president of the club, will 
preside Saturday when Actuary Marshall 
is to speak on “The Growth of a 
Clientele,” Dr. Old on “Psychology and 
Personality,” F. Phelps Tood, insur- 
ance supervisor, on “P. s.,” J. Stinson 
Scott, agency assistant, on “Persistency 
Awards” and Nathaniel Reese on “Sum- 
ming Up.” 

The 1930 convention will be held in 








Swampscott, Mass. 
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New York Life 


Directors 


The success of any Company is primarily a matter of 
management—that is, of MEN. Following is a 
list of Directors, New York Life Insurance 
Company, the most recently elected 
being Calvin Coolidge: 


LAWRENCE F. ABBOTT..... Director Valentine & Co. 
i CE” cvs caceeeundssddsewen Manufacturer 
MATHANIEL BF. AYER. ....cccccccccccccccsccs Textiles 
CORNELIUS N. BLISS......... Commission Dry Goods 
{ Chairman of Board, New 
MORTIMER N. BUCKNER } York Trust Co. 
THOMAS A. BUCKNER................ Vice-President 
{ Pres’t Columbia Uni- 
NICHOLAS MURRAY BUTLER } versity 


{ Former President of the United 
CALVIN COOLIDGE } States 


GEORGE B. CORTELYOU. .Pres’t Consolidated Gas Co. 


WALTER W. HEAD...... Pres’t State Bank of Chicago 
CHARLES D. HILLES............:- Insurance Manager 
ALBA B. JOHNSON.......... Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON Pres’t Chemical Bank & 
Trust Co. 
WILLARD V. KING ‘eee ay Sa Irving 
Re sD, a ee President 
RICHARD I. MANNING. Farmer, Columbia, So. Carolina 
Se. Gh ed ccc cnctevcscsescccesesese Lawyer 
GERRISH H. MILLIKEN...... Deering, Milliken & Co. 


FRANK PRESBREY...Frank Presbrey Co., Advertising 
JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL ‘ioe eee Sh, 


( Chairman of Executive 

)Committee, Continental IIli- 

| Rois Bank & Trust Co., 
Chicago 

HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers 

JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 


RIDLEY WATTS..... ee eS ee Cae 


GEORGE M. REYNOLDS 








NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. President 
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McNAMARA AGENCY THRIVES 


The J. C. McNamara agency of the 
Guardian Life in New York City is 
forging ahead at a rapid pace and is 
now writing at a pace almost twice that 
of last year. For the first seven months 
of the year, new paid business is 34 
percent ahead of the same period last 
year and July, despife the usual expec- 
tations of summer dullness, turned out 
to be a $3,006,700 month, the second 
largest month in the history of the or- 
ganization. The seven months’ total 
was brought to $13,750,700, a gain of 
$3,466,700 over last year’s seven month 
total. The agency now has set as its 
goal a $23,000,000 total for the calen- 
dar year and a considerably larger total 
for the fiscal year which closes next 
July. Averages on the leaders produc- 
tion show that the 60 leaders in the or- 
ganization paid for $15,300,000 in the 
year just closed, an average per man 
of $255,000 and an average earning, on 
the basis of average premiums, of 
$6,000. Of this total, 42 full time asso- 
ciates in the office paid for $12,127,000, 


AS SEEN FROM NEW YORK 


By C. C. NASH, Jr. 
—————— (Nash of the National). 

















an average production of just under 
$300,000, the ‘balance of outside ac- 
counts averaging $170,000. The first 25 
associates averaged $406,000, with an 
average earning of $10,000 each. This 
organization is the result of just four 
years development, Mr. McNamara 
having just completed four and a half 
years, starting from scratch. 


* * * 
SELECTIVE ABILITY 


During these summer weeks, a gen- 
eral agent has seen a very likely mil- 
lion dollar producer rise from the lowly 
ranks of his outer office and surprise 
every one in the organization, himself 
included. This general agent did not 
even regard the youth as a likely pro- 
ducer, but when he asked for a rate book 
after a faithful service in the cashier’s 
department as a clerk, the favor was 
granted. And this unbacked, untutored 
chap put not far from $300,000 on the 
books in the heat of the summer months 
—and his newly aroused ambition. 

This should tell once again to everv 
manager and general agent the old story 





of selective ability. The successful 
agent is not the man who has had a 
college or a grammar school education, 
none or 20 years’ experience, family re- 
sponsibilities or single ambitions, met- 
ropolitan or rural contacts—success 1S 
a personality factor and this is an elusive 
characteristic which only the sagacious 
judge can find and which no adverse 
qualities can mar. 


*x* * * 
HARVEST NOTES SUGGESTED 


At the recent convention of the Volun- 
teer State Life, Ralph Engelsman of the 
Penn Mutual in New York, presented a 
suggestion for the rural agent which 
was worthy of note. He suggested 
“harvest notes” to replace the system 
of note taking which so often disrupts 
the farm life business. By this he meant 
that the policy could be sold in the 
spring or summer, with a brief item of 
preliminary term—or if necessary a note 
—to carry the full premium into the 
harvest cash season. This prevented the 
argument of no cash and prevented later 
lapse, when later premiums should fall 
due, for the old system of full noie 
taking merely put the later premium 
dates into “money drought” months and 
invited lapse. The new plan linked the 
life insurance with the annual harvest 
income and assured renewal and pay- 
ment in full. 








ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
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Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


Agency 
Opportunities 


We now Offer liberal general 
agent’s contracts to desirable 
men who want territory in 
Ohio or Missouri. 


The Royal Union writes all 


cluding an exceptional line 
of children’s contracts! 


For full particulars write us. 


policy forms, in- 























Newspaper Views 
On Life Payments 


Editorial comments made by 
newspapers on the information 
tained in the “Life Payments Number’ 
of THE NATIONAL UNDERWRITER in many 
cases show a sound understanding of the 
significance and value of life insurance, 
Many of the newspapers which printed 
the “news” of the payments also pointed 
out its significance in their editorial col- 
umns. The following editorial in the 
South Bend, Ind., “News-Times” was 
especially good: 

“While the astonishing total of $2. 
057,000,000 was paid beneficiaries and 
policy holders by life insurance com- 
panies in 1928, the much greater part 
of this sum was distributed among the 
beneficiaries of comparatively small 
policy holders. 

“The case of a heavily insured man, 
Rodman Wanamaker, on whose life $5,- 
823,450 was paid, advertises insurance 
dramatically. But of the $2,057,000,000 
paid, the death claims above $100,000 
each totaled only $59,621,000. So we 
see that it is the average family that is 
receiving the support of life insurance 
on the death of income earners. 

“The wide distribution of life insur- 
ance among persons of moderate means 
is praised not only by economists but 
by life underwriters. In spite of the 
large premiums paid by the big cases 
and the shares of these premiums re- 
ceived by the agents who sell the poli- 


daily 


con- 


cies, some very successful life insurance 
agents are quick to say they would 
rather place ten $10,000 policies than 


one for $100,000. 


Means More Insurance 


“Not only is the risk less through be- 
ing spread; the good will is so much 
greater. Ten families benefited mean 
much more insurance for the future. 

“In the last two years so much pub- 
licity has been given speculation that 
young men and women may have had 
their attention diverted from the funda- 
mental financial responsibilities of sav- 
ing and insurance. These two things are 
duties which precede speculation. 

“The young man in business or indus- 
try whose life is not insured in some 
good company in favor of his depend- 
ents has failed to perform a cardinal 
obligation. He should see to his duty 
at once. 

“Others, those who already have in- 
surance in force, should recognize an 
obligation to survey their situations 
every two or three years to ascertain 
whether their insurance program covers 
their needs. Family needs change and 
shift; insurance should be altered, in- 
creased or readjusted to suit the family 
situation. 

“South Bend has among its business 
men a large number of insurance agents 
who can be depended upon for sound 
advice. While the 1928 settlements are 
before newspaper readers and while so 
many are talking about the payments o! 
last year is a good time to consult one 
of these insurance men.” 


Reid Hartsig to Home Office 


Reid Hartsig, field assistant in the 
agency development and life, accident 
and group departments in the Central 
City branch of the Travelers in Phila- 
delphia, has been transferred to the 
home office as assistant supervisor of 
agency field service in the same lines. 
In his new work he will be associated 
with D. J. Bloxham, supervisor. Mr. 
Hartsig is a native of Detroit and 4a 
graduate of the University of Michigan. 
During the world war he was a con- 
struction engineer in the United States 
service at Hog Island, Philadelphia. 


- 

James B. Rogers, Oklahoma City man- 
ager of the Lincoln National Life, wi): 
hold a special meeting for all of his 
company representatives in Oklahoma 
Aug. 30. A specialized sales and educa- 
tional program for the men of that re- 
gion will be given. 
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Insurance Takes Leading Security Life Field Clubs eee Field D Men Who Had 
ents Place on Safety Program to Hold Chicago Meetings Anniversary Man Unusual Renewal Records 
mn Ccon- 

umber” ‘ — 

1 many Twenty-nine Leaders Are Scheduled to| Interesting Program of Addresses and Large Attendance at $100,000 Club 
i the Appear * yee Congress Entertainments Ready for Star Convention Held in Chicago 
printed in Chicago Producers Over Country This Week 

os < 

ial col- - *. tabs . . : 4 F 2 

in ‘= ; Legge ony Py a, on Seeenety Annual convention of the. $350,000 and Unusual renewal record in the con- 
- larger part in national satet) ’ $125,000 clubs of the Security Life, Chi- her : ‘ : 
. ras he » 29 j . : . ’ servation contest of the Illinois Life 
-... may be seen from the fact that 29 insur-| cago, will be held September 4-5 at the ; 

: ance men are scheduled on the program Riemarck hotel, Chicago offers one of the outstanding features 
of $2. of the eighteenth annual safety congress William Hordes reticing ——— in the annual convention of the $100,000 
‘Sand to be held in Chicago, Sept. 30 to Oct. 4. tne $250,000 club and et at De- Club which opened at the home office 

com- A special session is set aside for fire troit, will preside at the ooening ses- in Chicago Thursday, Aug. 29. John 

r part prevention which will be held in the] <4,’ Wednesday morning The con- G. Brinkley of Oklahoma won first 
ng the second floor grand ballroom of the] vention will be formally orened by S prize in the contest, $100 in gold, with 

small Stevens, hotel, Friday morning Oct. 4. W. Goss, vice-president, with a ~~eeting renewal percentage of 94.10. Second 
| man A. R., Small, vice-president of the will to the delegates and announcement of prize of eee Gute Se . S. hanger ye . 
fe $5. S chaieeein tien it Gummer i “| club officers, members of clubs and Illinois with 93.93, third prize of $50 

tenn. de chairman. | Nichard &. Vernor, mana-| presentation of diamond and gold em- to Daniel B. Ryan of Illinois with 87.57, 
urance ger of the fire prevention department, blems to hes anal : : : enn R. B. Daniel of 
100,000 Western Actuarial Bureau, Chicago, will FG Pt Pine ts ee fourth prize of $50 to eet ao a 
00,000 speak on “Fire Prevention Educational n ke: ee den Ee © mom: Se = Kansas with 85.71 and fifth prize he 
Oo we Methods in the Public Schools and Simi- aan an t Sa ee cde <a 7 =o ” $50 to C. F. Knechtel of Kansas with 
hat is lar Institutions”; Paxton Mendelssohn, | - a ee ee ee ednesday. 84.04 percent. 
irance chairman of the committee on fire pre- 1e program for that day is as follows: Presentation of the conservation 
} yention, Detroit Board of Commerce, First Day’s Program ROBERT J. WAUGH prizes by Secretary B. J. Stookey occu- 
insur- “Methods and Results of Fire Preven- “Rp, oe f i aeetids iS : nied a prominent place on the program 
neans tion Activities im Detroit,” and George Sellin poor y ch ag ahs Rage On Sept. 1 Robert J. Waugh, manager | at the i session Thursday morning. 
s but W. Booth, chief. engineer, National ry Be Car hema J m4 7 lt ee |for the Travelers at Cleveland, will| Rp BP Daniel, new president of the club, 
f the Board of Fire Underwniters, New York, | * “TT Best Wa ety director. celebrate his 20th anniversary with the | cicceeds R. W. Law, 1928 president. 

Cases on “The National Board of Fire Under- zohan Pre bo :- — Life om company. ils fi 
a 2 writers—How It Can Help Industry a Th set scan? Einnihie He started his career with the Trav- Shens en Syageam ; 
Bons Sete Tis Five Fuebtenw. Income?” discussed by Cc M. Johnson, elers as office boy at Pittsburgh. He Among the  adare — = ior <4 
would Others on Program Lincoln, Neb.: G. T. Wadsworth, Salem, | soon established a reputation as a suc- | session were those by John W A 7 

than Others on the program for the congress Ore.; R. S. Drake, Mankato, Kan.; L.| cessful insurance man. He mounted president of the National Bank os tm 
‘ of the ladder in quick suc- Republic and the Chicago Trust Co.; 


S. E. Whiting, assistant chief en-| O. Rust, Central City, Kan.; Frank] the rounds 


r, Liberty Mutual, Boston; Dr, W.| Wolfman, Detroit, and W. D. Hawley, | cession as assistant cashier, cashier and Ira Miller of the Illinois Life in north- 
Newton, Kan. special agent. He served as manager at | eastern Illinois on Why I Decided to 
assist- | Become a Full Time Man”; George hes 


of Michigan on “Life Insurance 





a J. McConnell, assistant medical director, 
h be- Metropolitan Life; L. A. De Blois, di- “Selling Business Insurance,” E. D.| Cincinnati, acting manager and 





























much rector, safety engineering department, | Cooper. ant manager at Hartford, manager at | Mott ichigan ' ; 
mean National Bureau of Casualty & Surety J. C. Seitz, secretary, will comment] Atlanta. and later manager at Pittsburgh |as a Profession”; H. F. Coonrod, 
ire. Underwriters, New York; J. M. Eaton,| at luncheon on recent tendencies in the | where he received his training and| southwestern department, on “The 
pub- Eaton Insurance Service, Chicago; F. E.] life insurance field and award prizes for | tnowledge of the business. On Feb. 1,| Service Doctor”: R. H. Riggs, part 
that Morris, assistant chief engineer, Liberty | the best renewal of business. C. M. 999 | a ade manag . t Clevel dt timer, southwestern department, on 
had Mutual; F. P. Stanley, vice-president | Cartwright, managing editor of Tue — s geal the Cle a <e tres 4, | “Writing Life Insurance for Fun”; A. 
inda- and general manager, Glens Falls In-}| NationAL Unperwrirter, will address the Under his guidance the yea ing rane” | P. Griffin of Georgia on “The Obliga- 
sav- demnity; Dr. Louis I. Dublin, statisti- | convention. is making a big record in the life, accel! tion of Modern Education to Life In- 
S are ‘ian, Metropolitan Life; E. C. Lefferts, Andrew Guba, Gary, Ind., president | ¢¢"t amd group department. Production | curance,” and by R. W. Stevens, presi- 
Automobile Club of Southern California; | of the $1250,000 club, will preside at | '°° 19°9 'S far ahead of 1928. dent of the Illinois Life, on “Let's Face 
\dus- James S. Kempar, president, Lumber-| the Thursday session, the program for In honor of Mr. Waugh’s anniversary | the Facts.” 
some men's Mutual Casualty, Chicago; E. W.]| which is: the agents in the Cleveland branch are A buffet luncheon was served in the 
end- Koni, assistant statistician, Metropoli- a ts I conducting a campaign for accident in- | assembly room Thursday noon, after 
dinal tan Life; David S. Beyer, vice-president, a ve surance during September and October. | which the club members and their wives 
duty Liberty Mutual; E. S. Fallow, actuary, “Know All About Your Man—Then | _ s _|motored to the Medinah Country Club 
P velers; W. C. Wroe, American Mu-| Go Ahead,” E. M. Hess, Gary, Ind, B. |~ ‘ : and spent_an afternoon at golf and 
. tual Liability, Atlanta; F. W. Braun,} A. Wagenknecht, Cameron, Mo Withdraws Travel Accident Policy cards. Dinner was at the Stevens hotel. 
Toco manager, safety engineering department, “Selling Child’s Policies,” M. L. Sher- The Federal Life has withdrawn from After the business session Friday 
—— Emp! yvers Mutual Liability, Wausau, | win, supervisor of agencies. sale its “H cnr cater te Pre nacre travel | Morning members and their guests 
a Wis. Dentien Gale BO “My Selling Methods,” A. P. Thomas, and pedestrian accident policies, one of drove to the refectory in Lincoln Park 
se i } ms Louisville, Ky.; Woodford Dick, Win-| which sold for $6 and the other for $12, | for luncheon and in the afternoon were 
os \ feature of the congress will be| chester, Ky.; A. R. Lyons, Oakland, | in view of the issuance of a new non-|at liberty to visit any points of interest. 
bd “Safety Movies” held im the Stevens} Cal.; Vance W. McCray, Cedar Rapids, | ©®"°* llable automobile accident policy. Che annual banquet was to be held Fri- 
7 tel Oct, 1. The John Hancock Mu-]| Ia.; M. Kauffman and Miss Sylvia M. day evening at the Stevens with a dance 
ness = ife of Boston has prepared a movie Card, Detroit. , ; ; _— following. There were 75 members of 
ae “Wi > Be Careless?” and another “Why “Why Do Not Men Use Proven Meth- Continental Raises Limit the $100,000 Club for the year ended 
und ‘aaa ” will be shown by the Au- ods of Success” A. B. Carney, educa- he Continental Life of Missouri has | July 31 and 18 honorary members, man- 
are tomobile Club of Southern California. tional director. increased its nonmedical maximum |agers whose agencies produced not less 
~ Insurance men are heavily repre- At the luncheon there will be informal | mit from $3,000 to $5,000 i than $500,000. 
s of sented among the offices of the various | talks by Dr. S. S. Werth, medical di- — ——— : a —- ——, 
one sect - ~ follows: W. A. Dearborn,] rector; L. Hirsh, assistant :ctuary, and [ 
red ra Mutual Liability, Boston: Al- F, | =. Skinner assistant secretary. | + P S d U Se | 
bert W. Whitney, acting general mana- The delegates and their guests will be tniiniied — — Ss P rvice | 
ger, National Bureau of Casualty &| entertained by the company Wednes- | &————————— = —— ——————— 
Surety Underwriters, New York; A. R.| day and Thursday afternoon and eve- Peta htt fos ekly | si the | » office, 160 miles from 
the Small, vice-president, Underwriters | nine. Pegg pag Te ‘ate sign th News is printed. A special 
lent Lal oratories, Chicago; Gerald L. Gore, Vee . viy ‘ field is es of the automobile Thursday afternoon car- 
tral Casualty Reciprocal Exchange, Kansas Peoria Life M H d North , a ON: ti _— Life news of ried the copies still dam ; from the press 
ila- ts on ~~ aterbury, pty eee rs . : allig gee ; pe = # f ‘th "° *e move aad : a to Breezy 1 ‘oint in iene for distribution 
the supervisor, Metropolitan Life; Rush N. Vice-President Walter E. May and toe ‘> ic a a te a p Banca aah aaae ian eae that ssneian, Te 
of H sler, Pennsylvania Compensation Manager Elmer G. Atkinson of the zn oo og ecaneaygececte a TI age ull se th this panier © 3 the “News” was is- 
~ Rating & Inspection Bureau, Harris-| agency department of the Peoria Life | *¥. SP&edy news service. * he company we nee cote ge AR apt A ne Hen 
. bure: R. E. Colville. manager insur-| have been chosen iunior vice-r a4. | utilized modern news-gathering meth- sued on Thursday of that week insteac 
ted me wee, menage usur sen junior vice command “ls to cover the proceedings as speedily | of Friday as is the custom. 
a. anc department, U. S. Gypsum Com- | ers of the Peoria post of the American | °°“ I le on nate es : I like a ner, the issue dated Aug 
. pany, Chicago; Dr. Louis I. Dublin;| Legion. For a number of years Mr. | *> POSS): + atcl ) whee dale 198 pte ‘eo oa - yaar a “ on 
By E.} Place, Employers Liability, Boston. May was finance officer of the post. Speed was t se wak iwore . on dele- | <3 og an . # . ' nefanens € — 
— Mr. Atkinson starts this vear on his gates at the central regiona conven- of what occurrec the b scene ay - 
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a Fae ideli ; re §«=6oconvention rroceedings irough | eve g of Aug, 22. 
ine I rce, the $100,000 and $200,000 clubs : shapested Mutual Convention Wednesdav ona connane sisiiaren The same speed is expected to 
in Of the Rasen ay age —. met in Fan ; — oe eases Life is now — snapped at the convention. = peweery me ony 30 ~~ which 
ue Tonto last week in annual convention. | paring for its annual convention to be ” | will report fully the first two days’ pro- 
Ap| roximately 300 delegates were pres- | held in Atlantic City, Sept. 9-12. A most Use Leng Btstance Fhene ceedings of the eastern regional aa. 
ent, comprising the clubs’ membership | interesting schedule of events will be Long distance telephone was used to | vention, which opened at Niagara Falls, 











Canada and the United States. offered. convey a report of the Wednesday ses- | Wednesday, Aug. 28. 








10 


THE NATIONAL UNDERWRITER 





August 30, 1929 








Industrial Migration Study 
Published by Metropolitan 


INTERESTING BROCHURE OUT 


Two Years’ Survey Covers 2084 Towns 


and Cities—Evil Declared 
Avoidable 


NEW YORK, Aug. 29.—Having com- 
pleted its survey of migration of indus- 
try the policyholders service bureau of 
the Metropolitan Life has published its 
findings in a brochure which will be of 
keen interest to industrial managers and 
civic leaders and also to life underwrit- 
ers, whose interests are tied up closely 
with both of the others. This is a study 
that has been under way for two years 
and covered the industrial experience 
of 1926 and 1927 in 2,084 communities. 
Railroad, public utility, government and 
civic leaders all cooperated in the work, 
regarding its as important for their fu- 
ture guidance. 


Little Migration in Industry 


The results proved of particular in- 
terest, as it dispelled to a great extent 
the great fear of migration of industry 
that had joomed on the horizon of many 
locations. It was found that migration 
was not a factor and that 90 percent of 
the gains in industrial plants in these 
2,084 communities during the two years 
in question were the result of either new 
plants, constituting 81.8 percent, or 
new branch plants, some 8.8 percent, 
plants acquired by removal from other 
locations accounting for only 9.4 per- 
cent of the whole. : 


Numerous Factors Considered 


In the analysis of reasons and results, 
the bureau found that numerous factors 
were considered, chiefly accessibility to 
market, labor supply and transportation. 
Such items as bonuses, free taxes, free 
lands or free factory buildings were not 
an appreciable factor, it was brought 
out, but it was decided that community 
aid was an important factor and that 
many industries which moved from one 
community to another or went out of 
business entirely could have been saved 
to the community if proper local in- 
fluence had been exerted. 

Lhis is important to civic leaders and 
to insurance men, pointing to a distinct 
manner in which they can aid their com- 
munity in stabilizing local industry. 


Small Cities Gain 


_It was also brought out that small 
cities have gained substantially in re- 
cent years. The net gains in 1926 and 
1927 were 20 percent in towns of 10,000 
population and less, 21 percent in towns 
of 10,000 to 50,000 and the balance in 
towns of over 50,000. 

_ Even this showing would be improved 
in favor of smaller cities if adjustment 
were made for the fact that the survey 
more completely covered larger cities 
than smaller ones. 





Canadian Companies Merge 


Merger of the Empire Life of To- 
ronto and the Commonwealth Life & 
Accident of Hamilton, Ont., has been 
voted by directors of both companies, 
the combined institution to be known 
as the Empire Life. M. C. Langstaff 
will be president and managing direc- 
tor; W. H. Wardrope, vice-president 
and H, H. Gray and W. V. Fairley will 


have charge of the agency staff. The 
combined companies will have more 
than $1,500,000 assets and $20,000,000 


insurance in force. 





The Callaghan Life Agency Company 
of Cleveland has been incorporated by 
William D. Callaghan, Sam Garber and 
R. G. Reynolds. Mr. Callaghan is north- 
western Ohio manager for the Pacific 


Mutual Life. 





Policy, Rate and Dividend 
Changes During Past Y ear 





A further resume of the major policy, rate and dividend changes during the past 
year is shown below. Part of them were published in recent issues. This data has 
been collected during THe NATIONAL UNpERWRITER’s compilation of the 1929 Unique 
Manual-Digest, which has just been issued. No attempt whatever is made here to 
record all the new policy forms added or the minor changes made by the more than 


300 companies shown in the Unique Manual-Digest. 


These notes include the divi- 


dend announcements, showing whether the scale was continued or increased for 1929. 


National Reserve, Kan.—Adopted non- 
medical plan for men only in amounts up 
to $2,500. By means of a marginal stamp 
the company is causing policies to pro- 
vide for coverage while passenger with 
a licensed pilot over scheduled air route. 
Other aviation liability is expressly de- 
nied. 

National Savings—On Jan. 1 it made 
a general reduction in non-participat- 
ing rates and discontinued all partici- 
pating plans except those used for in- 
surance of railroad men where the haz- 
ard is greater. The new set-up includes 
juvenile insurance. 

National Union—Organized at Spokané, 
Wash., and began writing business in 
November, 1928. It is a non-participat- 
ing company writing a full line of ju- 
venile and adult policies. 

New England Mutual—Dividend sched- 
ule same as 1927 and 1928. 

New York Life—Dividend schedule up 
to age 41 same as previous scale; above 
that age gradual increase is shown. 


Company has issued rates for a series | 


of endowments to mature in 5 to 21 
years with a provision that upon death 
of the insured, who is usually the par- 
ent, the remaining premiums will be 
waived. These endowments are designed 
for educational purposes. 

North American Life—Annual divi- 
dends same as 1928; five-year dividends 
increased. A new policy called advanced 
protection provides for increasing pre- 
mium during the first seven years, level 
premium thereafter. 

North American Life & Casualty—Re- 
moved surrender charge, added premium 
loan provision and increased all surren- 
der values. 


Northern Life, Wash.—Adopted in- 
creased dividend schedule May 1, 1928, 
and continued it for 1929. 

Northern States Life, Ind.—Control 


purchased by owners of Crescent Life 
with the understanding that the North- 
ern States Life was to remain in Ham- 
mond, Ind., and the name of the company 
to remain unchanged. Crescent Life was 
afterwards absorbed by this company. 
Dividend schedule for 1929 is the scale 
which has been in use since its adoption 


in 1923. 
Northwestern Life, Omaha—Adopted 
non-medical plan for amounts up to 


$2,000 on men and single self-supporting 
women. Women are now allowed to ap- 
ply for preferred risk ordinary life. 
Northwestern Mutual—Dividends in- 
creased slightly over 5 percent. Limits 
increased $50,000 at ages 20 to 55; in- 
crease at other ages is about $25,000. 
Northwestern National—Dividends in- 
creased. New rate book issued showing 
reduced rates on practically all forms 
and two new non-participating juvenile 
forms. Retention limits increased to 
$35,000. Women are now allowed to ap- 
ply for all forms issued by the company. 


oO 


Occidental Life, Cal.—Reinsured West- 
ern Mutual Life and the accident and 
health business of the Mountain States 
Life. This company also brought out 
some new policy forms. 

Occidental Life, N. C. 
ile insurance field. Special policy for 
ages 1 to 9 and 20-payment life and 20- 
year endowment issued for ages 10 to 
16. Some new adult forms added to the 
list of policies. 

Ohifo National Life—Opened a partici- 
pating department with eight policies 
aside from single premium forms. Ac- 
cording to present earnings of the com- 
pany the dividend schedule shows a total 
of $122.36 as the dividends for 20 years 
at age 35 on the ordinary life. At the 
same time the company has slightly in- 
creased the non-participating special 
whole life rates and announced personal 
life income annuity forms. 

Ohio State Life—Has used the same 
dividend schedule since 1914. During the 














Entered juven- | 





year the company adopted the 90-day 
disability clause, which necessitated an 
increase in disability rates. A full line 
of juvenile policies was brought out. 

Old Line Life, Wis.—Reduced 15-pay 
life rates and rates at older ages on the 
preferred $5,000 ordinary life in addition 
to issuing several new adult and juvenile 
forms. Non-medical basis adopted for 
amounts up to $3,000 on men and single 
women under age 46. 

Oregon Life—Basic dividend schedule 
same as that used during past three 
years, but the company is paying a 20 
percent extra dividend in 1929. Monthly 
income rates were reduced in 1928. 


Pp 


Prudential—Dividends for 1929 are 
continuation of the schedule adopted in 
1925. “Modified 3” is the name of a new 
policy which is issued with a low pre- 
mium the first three years. An increased 
premium which remains level thereafter 
is payable the fourth year. The com- 
pany has calculated no dividends on this 
form, but it is expected that the first 
dividend, which is payable at the end of 
three years, will be approximately equal 
to the increase in premium. The or- 
dinary life policy has been replaced by 
an endowment at 85. This endowment at 
85 has been issued for several years in 
addition to the regular ordinary life. 


R 


Register Life—Dividends same as 1927 
and 1928 scale. Twenty-payment endow- 
ment at 65 is a new form brought out by 
this company. 

Relianee Life—Dividends 
This company has increased 
dends each year since 1923. 

Reserve Loan Life—lIncreased disabil- 
ity premiums on coupon form and issued 
a juvenile 20-payment endowment at 85 
policy. 


W. W. Klingman’s Rise Told 


in “American Magazine” 


increased. 
its divi- 





In the September issue of the “Amer- 
ican Magazine” appears an article on 
W. W. Klingman, agency vice-president 
of the Equitable Life of New York, 
which tells in an interesting way of Mr. 
Klingman’s remarkable rise in the insur- 
ance world. His family were early set- 
tlers in Frontier county, Neb., and after 
an experience on the farm young Kling- 
man entered the livery business. One 
day a life insurance salesman came into 
the livery stable to hire a buggy and 
driver and induced Mr. Klingman to go 
with him and introduce him to the farm- 
ers. The salesman sold life insurance by 
misrepresentation, and Mr. Klingman 
objected. The agent told him that was 
the only way the business could be sold. 
Mr. Klingman took an application blank, 
went up to a farmer plowine in the 
field, and showed that it could be sold 
honestly. He came back with a $2,000 
application. That started him in the 
business. He went to Lincoln for a 
year or so, then to Cozad, Neb. Later 
he went to Mankato, Minn., for the 
Equitable and the first year wrote $1,- 
135,000 personal business. For a period 
of 18 months he wrote and had an ap- 
plicant examined every day, earning 
over $20,000 in his first year with the 
Equitable. In 1915 he was made man- 
ager at St. Paul, the agency “~roducing 
at that time about $3,000,000 a year. In 
1928 it wrote $52,000,000. The home 
office sent for him and made him vice- 
president in charge of 11,000 agents. 





Producers of 13 States 
Convene in Hot Spring; 


HOLD REGIONAL CONVENTION 


Diversified Program With Inspirationa| 
Talks and Sales Demonstrations for 
National Life U.S.A. Men 


HOT SPRINGS, ARK., Aug. 29~— 
Members of the $100,000 club and other 
delegates of the National Life U.S.A 
field organization, nearly 100 in nuniber 
assembled here this week for the second 
of three regional conventions this year 


This meeting assembled leading pro- 
ducers from 13 states—Arkansas, Ala- 
bama, Florida, Georgia, Kansas, Ken- 


tucky, Louisiana, Mississippi, Missouri, 
North Carolina, Oklahoma, Texas 
Tennessee. 

In line with the company’s expansior 
program formulated this year by Presi- 
dent Robert L*. Lay, a strong batter) 
of home office staff men was present, 
headed by Walter E. Webb, vice-presi- 





dent, including Dr. Walter A. Jaquith 
vice-president and medical director 
John B. Parker, agency supervisor: 


Stavart Hudson, supervisor of agencies 
George R. Hoddusen, field supervisor, 
and J. A. Kissinger, assistant secretary 
and head of the accident and health de- 
partment. They were joined by Wilford 
C. Brimley, Salt Lake City, Utah, 
supervisor of agencies. 
Give Sales Demonstration 


An innovation in the form of a prac- 
tical sales demonstration was staged by 
Stavart Hudson, assisted by Arthur D. 
Hemphill of the Barrow agency in Kan- 
sas, who this vear by writing nearly 
$600,000 worth of business occupied the 
position of first vice-president of the 
$100,000 Club and was the largest pro- 
ducer present. 

The sales demonstration vitalized in a 
telling way the new sales preparation 
course published this year for field men 
and to which is largely attributed the 
record business volume produced in the 
first seven months. 

Leading agency managers including 
James S. Barrow, Lawrence, Kan., and 
Frank E. Davis, Atlanta, Ga., contrib- 
uted vital and inspiring messages. The 
meeting was characterized by the num- 
ber of old stalwarts of the organization 
present, including A. Lee Peacher, Little 
Rock, successful producer and organ- 
izer in Arkansas for 26 years; Sam A. 
Chiles, Dallas, Tex., who with his father, 
S. H. Chiles, has served faithfully for 17 
years; Billy Weber, Great Neck, Kan. 
who qualified for the Leaders Clu) for 
16 years, and J. W. McKinney, Mem- 
phis, Tenn. 

Discuss Educational Program 


L. A. Freed, Houston, Tex., who like 
Mr. Peacher and C. D. Rowen, Chey- 
enne, Okla., has a son coming wu) im 
the business to carry on, talked 1 
formatively on the sale of large policies 
W. Frank Smith, St. Louis agency 
manager, discussed the practical appli- 
cation of the educational program 1 
recruiting and supervising men. 

Agency Secretary Parker presided and 
conducted a round table discussion on 
the subject, “Factors That Make for 
Success in the Personal Producer.’ 

The $100,000 club banquet was 
high spot, when Mr. Webb presided as 
toastmaster and gave the key address. 
He also read a message from Mr. Lay, 
who was unable to attend. 

Russell Crowther, district manager for 
the Penn Mutual Life in Sioux City. I@ 
was married recently in Mangum, ©k'4 
to Miss Florence Doolen. 


“Wills,” by Gilbert T. Stephenson. !5 
a non-technical book written in popula! 


style. Price, $3. Order from The Na- 


tional Underwriter. 
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LIFE INSURANCE 
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Ac TS can scan the new tax report 
list of state payments with inter- 
est, for it can serve as a guide to effort 
in many sections. The new report for 
the fiscal year 1929 shows notable gains 
in income tax payments, surprising of 
itself and particularly so in view of a 
decline in corporation income tax pay- 
ments—that meaning that personal in- 
come taxes went sharply up during the 
current taxing year. That is an item 
the agent should not overlook, for he 
can profit by the knowledge of these in- 
creased incomes. All states did not re- 
port this gain, but most of them did and 
the life underwriter may find some value 
in scanning the following list to judge of 
iis own territory and its sales possibili- 
= Collections by States 


irative receipts from income tax, fis- 






rs 1928 and 1929, by States; also per- 
increase or decrease 1929, compared 
1928-29 

Pet 
Inc. or 

State 1929% De« 

a .$ 8 $ 7,599,048.23 — 7 
\lask 156,628.77 + 5 
Ariz 1 
Ark 4 
‘alif 114, 

11, 

nn 34,3 
I 20, 

D, of 16,5 
Fla 17 

7a 13 
Hawai 6 
laho 1 
linois 201 
Ind ° 27 5, ,642 
lowa . 11,310,290.97 835,666.58 
Kan 18 608 
Ky 15 534 
La 
Main 
Md 
Mass 
Mich 
Minr 
Miss 
Mo 
Mon 
Net 








51. 1 

2 208,989.644.38 — 4 

98. 13,595,817.59 (*) 

: 3,500,396.48 — 6 
eXas § 9,115.59 
tah 3,663,069.14 
vt 2,220,694.30 
\ ' 21,890,640.09 
Wash 12,156,274.22 
Ww. \ 13,352,481.24 
Wis 43,492,214.34 

ae 2,057,041.39 1,110,323.26 —46 

Tot $2,174,573,102.89 $2,331,274,428.64 + 7 


Including the Territories of Alaska and 
Hawa and the District of Columbia 


“In les payments of the third and fourth 
Stallments of the 1929 and the first and 
ond installments of the 1927 income tax 
Includes payments of the third and fourth 
Stallments of the 1926 and the first and 
ond installments of the 1928 income tax 
‘Includes $18,827.34 for 1927, $14,658.19 for 
‘8 and $13,517.52 for 1929 income tax on 
iske railroads (act of July 18, 1914) 

*Le than one-half of 1 percent | 

S 2 = 


The per capita insurance in force at 
the end of 1928 was $825. This was 
figured on the basis of the federal census 
bureau’s estimate of 120,013,0C0 popula- 
ton and the life insurance in force of 
$99,165,425,520. 

i 

Trust companies have reported the 


FACTS and FIGURES 


Significant Statements, Special Statistics and 
Pertinent Points—the Basic Material 
| of Life Insurance 
= Compiled by C. D. Sp 





lollowing total of life insurance deposited 
mder trust agreement in 1928 in var- 
us ities: New York. $90.000,000; 
Chicago, $75,000,000; Detroit, $70,000,- | 
"9: Cleveland, $55,000,000; Philadelphia, 
*35,000,000; Pittsburgh, $32,000,000; St. | 








EDITION 














Louis, $29,000,000; Boston, $12,500,000; 

Newark, $12,000,000; Los Angeles, $10,- 

000,000; San Francisco, $7,500,000. 

Francis H. Sisson, vice-president of the 

Guaranty Trust Company of New York. 
Fe’ 

“From the day an honest man pays 
the first premium for life insurance, 
that first receipt of his gives a new im- 
pulse to his arms and a new light in his 
eye, and a new hope in his heart, and if 
it is to be that he does not live to pay 
another premium, he has lit a lamp in the 
house that will lighten it when the little 
family comes back from the grave they 
left wet with tears.”"—John Wanamaker. 

= 


Ninety percent of American widow- 

hood lack life’s common comforts. 
2. » 

One woman in every eight and one 
man in every 12 who die after age 35 
now die of cancer.—Dr. Carl A. Meyer, 
Chicago. 

* * 

“There is no argument against the 
taking of life insurance. It is estab- 
lished that the protection of one’s family 
or those near to him is the one thing 
most to be desired, and there is no 
medium of protection that is better than 
insurance.”—Calvin Coolidge. 

* x 


The first real life insurance policy, as 
we now know it, was written by the 
Mutual Life of New York in February, 
1843. 

x * * 

Upon his retirement from public office, 
former Governor Alfred E. Smith had 
three options under the state retirement 
law. The governor notified the state 
comptroller’s office that he would take 
Option No. 1, which gives him an annual 
income of $6,100.43 for life. 

x * x 

When asked what he would do if a 
fire should destroy his great steel prop- 
erties, Charles M. Schwab answered: 

“I would not even figure these as a 
loss, as they. could all be replaced in 
time; but if some catastrophe should de- 
stroy in one fell stroke the entire per- 
sonnel of our organization, I would then 
consider myself a ruined man.” 

x 

About 35 percent of mew business pro- 
vides for premium payments on quart- 
erly or semi-annual basis. 

* 

There are 38 life insurance companies 
that do business in 31 or more states. 
There are 117 life insurance companies 
that do business in 11 or more states. 

* 


A survey of 160 Ohio estates showed 
an average shrinkage of 16.3 percent. 
Administration cost amounted to 2.2 
percent; federal inheritance tax 1.6 per- 
cent; Ohio inheritance tax 2.9 percent; 
other taxes 1.2 percent and debts 8.4 
percent. Cash and bonds comprised 
14.9 percent of the assets—Cleveland 
Life Underwriters Association. 

*x * 

An argument for business insurance: 

“You can take everything—our plants, 
cur mines, our railroads, every physical 
thing that we possess, but leave us our 
organization of business brains and in 
two or three years we will be in full 
swing again.”—Andrew Carnegie. 

. <2 

Daily income the following amounts 
will bring invested at four, five and six 
percent interest: 

——Invested at———, 


Principal 41% 5% 6% 
ee “oe b.b wan &ainare $0.21 $0.27 $0.32 
B. ‘esesedabthess 54 .68 -82 
Ra padwoedwaawil 76 .95 1.15 
10,000 a at ere 1,09 1.36 1.64 
SED seccccceeveos 1.31 1.64 1.97 
Se pascedvecewes 1.64 2.05 2.46 
DE pares ccceneus 2.19 2.73 3.28 
SEGOO ccccceccccces 2.73 3.42 4.10 
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UNUSUAL OPPORTUNITY 


for 


Sales Executive 
with 


INSURANCE EXPERIENCE 


Somewhere there is a successful insurance salesman, making 
a good income, but not altogether satisfied with what he is 


getting out of the effort he is putting forth. 


We are in position to offer such a man a very unusual oppor- 
tunity, where he can write his own ticket, and receive the 


closest kind of co-operation. 


We are making available to the Life Insurance world, a very 
much needed Sales Training Service used by General Agents, 


which materially reduces the salesmen turnover, and helps 


insurance men get on their feet quickly. 


The International Plan of Visual Training cannot be described 
It has been heartily approved and 
recommended by leading Life Insurance Companies and Gen- 
eral Agents. 


in a brief advertisement. 


This service is sold to General 


pany executives in charge of agencies. 


If vou are an experienced Life Insurance salesman, able to 
talk with conviction to insurance executives, write the under- 
signed, stating your experience, past connections, age, present 


earnings and connection. 


Address your reply in confidence, to 


A. T. FISCHER, Pres. 


Agents and Insurance Com- 


The International Displays Co., Cleveland, O. 
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New Home Office Building 


We Offer 


— Policies all ages, 1 day to 70 years. 
— Both Participating and Non-Participating. 


— Non-Medical—Sub-standard. 


— Disability, Dismemberment and Surgical Benefits. 


me 


— Special Monthly Premium Payment Plan. 


— Double Indemnity. 


— Children’s Policies with Beneficiary Insurance. 


— Sales Planning and Circularizing Department. 


— Producers’ Club. 


Available territory in seventeen 


~@| states West of the Mississippi 


River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


cs 9C">D 


Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 
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Kenagy Advises 
Aiding New Men 


(CONTINUED FROM PAGE 5) 


fail because they never learned pros- 
pecting. 

“If you are going to do a good job 
of training a man, teach him to use his 
time. Are you guilty of saying to a new 
man ‘You're your own boss in this busi- 
ness. There is nobody to tell you when 
to start and when to quit.’ If you say 
this you are hanging a millstone around 
his neck. Frittering time is the be- 
setting sin of life insurance salesmen, 
and self discipline is necessary to keep 
away from this. 

‘The third big point for agencv train- 
ing is a good sales talk. It is your re- 
sponsibility to see that when the new 
man goes out to see people he has a 
good story to tell and knows how to 
tell it. Drill him so in the use of that 
sales talk that he can make a decent 
presentation. You can give him, from 
your experience, a scaffold for that story, 
and have him build up on it. 


Advises Analyzing Work 


“Another thing to teach is the habit 
of regular analysis of every day’s work. 
Give the new man a simple daily report 
form, giving the number of calls, those 
which developed into interviews, and 
closes. He can analyze these, and you 
can analyze these too and give him 
specific help on any point where he is 
lacking. 

“Show him too that the way to suc- 
ceed is to build up clientele from whom 
you can add volume. Just selling busi- 
ness isn't the story, but permanent busi- 
ness, service to policvholders, is.” 

When the agent delivers a policy Mr. 
Kenagy suggested that he stay with 
the client about three minutes to tell 
him about it and to jot down on a niece 
of paper what the policy is for and why 
the client bought it. Attach this little 
piece of paper to the policy, and if the 
client is ever at a later time inclined 
to lapse the policy the little slip stands 
there as a successful reminder against it. 


Teach Fundamentals 


The new agent is worried about little 
things, Mr. Kenagy said; what to do with 
his hat, about chairs in an office, and he 
urged general agents to tell him about 
these important detajls, show him what 
to say to get by the telephone girl, how 
to make telephone appointments, how 
to fold applications and how to get them 
out unobtrusively, how to use a rate 
book or sales portfolio. 


Appeals in Nebraska 
LINCOLN, NEB., Aug. 28.—The 


Paramount Life of Denver filed an ap- 
peal in district court here from the re- 
fusal of the state bureau of securities 
to permit the company to sell securities 
in Nebraska. The department order was 
issued July 11. The company, which 
seeks to sell 10-year bonds, is one of a 
number organized in Colorado which 
incorporate and then, through sale of 
bonds, acquire capital to enter the in- 
surance field. The bureau turned down 
the application claiming that the com- 
pany did not have sufficient assets and 
had no-par and non-voting stock, con- 
trary to the Nebraska requrements. 


Travelers to Hold Conference 


More than 200 assistant managers and 
field assistants of the Travelers’ agency 
development, life, accident and group de- 
partments from 30 states, the District of 
Columbia and several Canadian prov- 
inces will attend a business conference 
at the home office in Hartford, Sept. 3-6. 

Sixty-seven branch office cities of the 
company will be represented. During 
the business sessions questions of im- 
portance will be discussed. Home office 
officials will address the various sessions 
as well as a number of members of 
branch office staffs. 





Western Agents 
Hold Conference 


(CONTINUED FROM PAGE 5) 


ness every month for 11 consecutive 
years, was called on to explain how he 
keeps on the monthly honor roll. 
Don Lowmiller, manager of the group 
department, took the legal definition of 
group insurance and explained its eight 
steps for the benefit of the agents. 


Shows Strong Supervision 


L. E. Huff, speaking on the property 
aspects of ife insurance, compared the 
great safety of life insurance with other 
financial institutions. He advocated the 
use of a copy of the state insurance 
laws as a canvassing document because 
it shows the strong supervision on 
which life insurance investments are 
made. 

G. A. Wright of Montana advocated 
the sale of long term endowment poli- 
cies as compared with whole life, for 
young men. 

In speaking of the importance of 
children’s policies, C. E. Hoppin of Mon- 
tana said that the children’s policies had 
opened up a tremendous new field inas- 
much as 21 percent of the total popula- 
tion consists of children under the age 
of 14. They also give an opportunity 
for the agent to gain contact with th 
parents that might not be obtained it 
any other way. It provides a founda- 
tion for a life insurance career, as th 
children written today will be prospects 
for larger policies tomorrow. 

Get New Vision 


At the banquet held at Troutdale-in- 
the-Pines, Homer Hewitt, manager oi 
the Cravens Dargan & Co. Texas State 
agency, said that convention time should 
be a time for renewed loyalty, for self 
examination, for high resolution, and 
the opening of a period of new vision 
of the possibilities for the agent in the 
life insurance business. 

Short talks were given by C. D. Ford 
and Louis M. Rutten, both of North 
Dakota, old timers and successful pro- 
ducers, who are making the rounds of 
the regional conventions with the off- 
cers of the company. 

The third regional convention, f 
eastern agents, is being held this week 
at Niagara Falls, Ont. 





Rockwell to Direct New 
Life School in Cincinnati 


Practical means of coordinating the 
knowledge of insurance principles and 
practices of men and women who hav 
spent several years in the field is offered 
in the training course of the Universit) 
of Cincinnati to start Oct. 2 under the 
direction of Dr. Charles J. Rockwell 
The course will last until Nov. 16 and will 
be held in cooperation with the Cincin- 
nati Life Underwriters Association. The 
general subject will be “Life Insurance 
Salesmanship and Practice.” This wil 
be the third consecutive year the course 
has been offered in Cincinnati. During 
the last two years more than 130 genera 
agents and life insurance men from Cuil 
cinnati, Middletown, Dayton, Columbus. 
and cities in Kentucky, Indiana, West 
Virginia and Tennessee attended. En- 
rollment is limited and since a number 
of reservations already have been made 
early enrollment is advised. Reserva- 
tions may be made with the director © 
extension courses, college of engineers 
and commerce. 

All nonessentials are omitted from the 
curriculum, and every minute of sched: 
uled time will be used productively. 
However, the course has been designe¢ 
to be of as much value to beginners 4° 
experienced agents. The various su0- 
jects to be considered are functions an¢ 
services of life insurance, principles an¢ 
practices of life insurance salesmanship 
planning and prospecting, modes of pay: 
ing proceeds, trusts, executorships an¢ 
taxation, case analysis and insurance 
programs. 
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Speculation Is 
Greatly Feared 


(CONTINUED FROM PAGE 3) 


“We tell our story in the annual state- 
ments, and you can see them for your- 
self,’ they say. They admit, however, 
that the situation is not greatly disturb- 
ing. 

There is no doubt but what some peo- 
ole are borrowing on their life insur- 
ance to speculate on the market, but, as 
ne official pointed out, there are always 
some people who are doing this and if 
it is not for speculation in stocks it is 
jor speculation in real estate or some 
other business. 

“[ do not believe,” one company official 
said, “that life insurance people gener- 
ally expect any unusual run of life in- 
surance loans unless a crash comes and 
then no doubt many people will have to 
fall back on their life insurance re- 
serves, just as they do when they over- 
extend themselves on a new home, au- 
tomobile, or some business venture. 
People who remember back over long 
eriods say that the call on life insur- 
ince will come if there is a sharp reces- 
sion. It isn’t particularly noticeable on 
the upward climb but always comes 
when there is a flop.” 

Of course there were fears of “runs” 

sash values after the smaller crashes 
ta few weeks ago, but the market re- 
covered. 

The man previously quoted continued: 
“When the federal reserve increased the 

liscount rate it also decreased the 
rate on bank acceptances and as I un- 

rstand it, though I am not really fa- 
miliar with financial gyrations, this 
we made it possible for individual 
inks to get federal reserve cash out 
more of their industrial, commercial 
nd agricultural loans and gave them 
re money for loans to individuals and 
rporations which can be used for stock 

— activities. Until that supply of 

ital thus released is exhausted, I do 

t think many life insurance people ex- 
ect a call for life insurance funds for 
arket activities, even though the rate 
arged by life insurance companies 

ght be a little more favorable than 
the bank rates.” 

rhe big and long-continued bull mar- 
ket on common stocks has affected life 

surance production more, many people 

lieve, than it has affected life insur- 

-e loans and the effect has been bene- 
ial, rather than adverse. 

There are no doubt some life insur- 
nee agents who are suffering from 
mpetition with the stock market, but 
‘here are also some who are profiting 
‘om the unusual interest and activity in 
the stock market, insurance leaders em- 
hasize. When a person is prospering 
tom investment activities he frequently 
els sufficiently expansive to buy more 

nsurance. 

Recently bulletins showed that pro- 

tion of new business so far in 1929 
as been ahead of the corresponding 
eriod in 1928, which was a big year, 
td America has passed the $100,000, - 

00,000 mark of insurance in force. 
Some agents are capitalizing the stock 
narket activity, finding prospects among 
‘tose who are riding on the crest of the 
vestment wave. 


Add to Speakers List 


(CONTINUED FROM PAGE 3) 


‘roller of the Connecticut General Life, 
ll discuss “A New Accounting Sys- 
‘em Between Home Office and Field.” 
_The addresses of President Clarence 

Ayres, president of the American 
-te, and Claris Adams, secretary and 
tneral counsel of the convention, will 
delivered the morning of Oct. 16. 
Che Legal Section will hold its meet- 
g Oct. 15. 

[he opening day will be devoted to 
‘istration and the annual American 
“te Convention golf tournament. The 
*nzes will be awarded to golf winners 
‘ the annual stag dinner the evening 
Oct. 15. 

















TRusT ComPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


CALIFORNIA 


The oldest Trust Company 
in the West 


Wells Fargo Bank 


Union Trust Co. 


SAN FRANCISCO 
Since 1852 


Trast Department established 1892 











ILLINOIS 


NEW YORK 
The Chase National Bank 


OF THE CITY OF NEW YORK 
TRUST DEPARTMENT 
VICE PRESIDENTS 
Reeve Schley George E. Warrea 
SECOND VICE PRESIDENT 
ce A. Kinney 
PERSONAL TRUST OFFICER 
George I. Pierce 
CORPORATE TRUST Crvicen 
oward Wal 
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George J. Runge iver B. Frederick Pintard 














LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of affairs demand 
both. Life Insurance creates the estate. Our 
Protected Life Insurance Trust safeguards it. 


A Special Reserve Fund of $2,000,000 protects 
principal and income against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 





CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exee- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 








THE 
PEOPLES TRUST AND SAVINGS 


BANK OF CHICAGO 


MICHIGAN BOULEVARD at WASHINGTON STREET 
CHICAGO 


Earle H. Reynolds R. B. Upham 
PRESID DENT VICE-PRESIDENT 
d B. Weakly 


Flo 
SECRETARY & TRUST OFFICER 








Articles that click! 


Appear in every issue of 


The Accident and Health Review 


The progressive accident and health man 
cannot afford to miss them. 
Published Monthly $2.00 a Year 


The Accident and Health Review - A1946 Insurance Exchange 
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GREATER BY 140% 


Would you not welcome a way to more than double 
your earnings? 
In the first year on our New Low Rate Life plan 


Lu FE INSURANCE the average policy was $8,044. On all plans the pre- 


vious year the average policy was $3,350. 


Fidelity Agents 
Prospered Accordingly 


Fidelity’s modern selling tools include also a pro- 


JACK ROBERTS HANN pres. ductive lead service —29,390 direct leads were dis- 
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f tributed to Fidelity Agents last year. More than $400,- 


insurance in force. Contracts available in 


thirty-nine states. 


Write for Booklet “What’s Ahead?” 


he FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 

















THE NATIONAL 





UNDERWRITER 


August 30, 1929 














THE NATIONAL 


LIFE INSURANCE EDITION 


UNDERWRITER 








Published every Frida 


Cincinnati and New York 
GEMUTH, Secretary; HOWARD a 
NORA VINCENT ‘Pau L. 


~~ 
ARL 


Sarr OFFICE, 420 E. Fourth St., Te 
. R. SMITH, Statistician; ABNER THO! 


NEW "YORK OFFICE 
80 Maide» Lane, Tel. John 1032 
GEORGE A. WATSON, Associate Editor 
CHESTER C. INASH, JR.. Associate Editor 


1517 Fourth National Bank Building 
W. J. SMYTH, Resident Manager 


i THE NATIONAL UNDERWRITER comranYs Chica, 
EDWAR WOHLGEMUTH, President; F. W 


RIDGE, Vice-President and Iu 

Vice-President; WILLIAM A. SCANLON, GEORGE C. R E- 

DING and O. E. SCHWARTZ, Associate Managers 

Cc. M. CARTWRIGHT, Managi 
K A. POST, Associate 

ES D. SPENCER, ces Editor 

DALE R. SCHILLING, Associate Editor 
PUBLICATION OFFICE, Insurance Exchange, 


SOUTHEASTERN OFFICE—ATLANTA, GA. 


SAN FRANCISCO OFFICE: 
105 Montgomery Street, Tel. Kearny 3399, FRANK W. BLAND, Resident Manager 


Entered as Second-class matter June 9, 1900, at Post Office at Chicago, Ill., Under Act March 3, 1879 


me Seine 


CHI cAce. ieephene at Wabash 2704 
Main 571 





hong 5g E. RICHMAN, Manager, 
P, JR., Di Service Dept. 
DES 41 OFFICE, 
313 Iowa Natl. Bank Blidg., Tel. 4-8712 
R. E. HEATH, Resident Manager 


NEW ENGLAND OFFICE—BOSTON 
40 Broad ee Room 624, Tel. Liberty 7973 


J. M. DEMPSEY, Resident Manager 
DETROIT OFFICE 
848 Book oa . Tel. Cadillac 0004 


O. M. KOENIG, Resident Manager 











Subscription Price, $3.00 a year; in Canada, $4.00 4 Copies 15 ce: 
In Combination with Te National Gedvusier (Fire cotta ops a year. Canada $7.50 














ality and fine appeal. The ultimate in 
this direction will be reached when all 
life insurance companies combine to 
put over their message for the common 
good, calculatingly and fin an inspira- 
tional way going about the business of 
dispelling the thousands of doubts of 
life insurance in the public mind, and 
the thousands of misunderstandings. 

It is so magnificent an article you 
have to sell and one that strikes so close 
to the hearts of the people, that you can- 
not fail to get over your message if you 
do it concertedly and subtly. 
half century life insurance has risen 
from a commodity of doubtful worth 
that contradicted most of the scruples of 
that early period, to an essential in home 
and business, Sales of recent years have 
been stupendous, growing larger year 


In the last- 


by year. But the surface barely ha; 
been scratched. Most of that vast 
duction has been made by the sweat oj 
the brows of agents, by long 
keyed nerves and senses, and in th 
main by means of unusually high ideal: 
It is to be feared that so long as ij 
insurance rests upon a foundation so de. 
pendent on human whims, heavy lapsa- 
tion will continue. Let us hope, hoy.- 
ever, that the future witnesses a nation- 
wide appeal to reason, The result in a 
country populated by the most high! 
educated people in the world, and wher 
common sense is an outstanding nationa 
trait, cannot be in doubt. That second 
hundred billion will fly past so fast tha: 
we will not have time to pat ourselve 
on the backs before starting on the third 
hundred billion. 


] urs, 





The Red Side 


PROBABLY many insurance men 
swelled out their chests the other day 
when a news dispatch was sent broad- 
cast throughout the civilized world an- 
nouncing that American life insurance 
had reached the astounding total 
$100,000,000,000 in force. That is some- 
thing to feel swelled up about. More 
than is in force in all the other nations 
of this globe. For that reason probably 
the challenge embodied in that accom- 
plishment was overlooked by most men 
and women in the business. 

The other side of the ledger was the 
totally unnecessary and avoidable eco- 
nomic occasioned by lapsation. 
Thousands of families went unprotected 
through the length and breadth of this 
land because the providers dropped their 
policies. Undoubtedly many agents were 
exasperated at the “dumbness” of their 
policyholders in doing this, It is 
sumed that every agent does everything 
in his power to keep the insurance in 
if only that it means renewal com- 
But is it a matter of 
unreasonable policyholders? We _ be- 
lieve not in large proportion. The man 
who has enough sense to buy a policy 
Unless a num- 
Perhaps 
Perhaps 


life 


of 


loss 


as- 


force, 
missions to him. 


has enough to carry it. 
ber of things have occurred. 
he has not been sold properly. 
the agent intentionally or otherwise has 
misled him about provisions. It may be 
the policy was not suited to his needs 
and the policyholder had the sense which 
the agent did not have to detect this 
flaw. but not probably, the 
insured could not dig up the money. It 
is rare that a mn cannot find the money 
for things he wants badly enough. 
There then remains this challenge: 
What are you going to do about this 
problem in writing the second hundred 
billion, Mr. Agent, Mr. Company Offi- 
Have you done all that you could 
Is it possible that so tremendous 
an economic loss as 10 percent of gross 
writings should be a standing charge 
against the business? Is this merely an 
unavoidable charge due to eccentricities 
of human nature, or is it due to lack of 
understanding between policyholders, 
agents sand companies? We do not 
know what is the grand total of mis- 


Possibly, 


cial? 
do? 


spent premiums caused by lapsation 
since writing of life insurance was 
started in this country. Probably the 


figure is unobtainable, but companies 


use a standard charge of 10 percent for 


of the Ledger 


lapse in calculating present values of 
future premiums and commissions. If 
this is a correct figure it means that 
upwards of $1,000,000,000 cash thus has 
been thrown away. This figure was 
obtained on the assumption that the av- 
erage premium is $30 and average age 
of all lapsed policies is around three 
years. Probably the figure jis exces- 
sively modest, rather than extravagant. 

The business of a life insurance man 
is not so good that he can afford to lose 
30 percent of his total commissions on 
these cases. Any other business with 
so great a leakage would have difficulty 
in keeping the sheriff away from the 
door. 

One important factor in this loss, it 
appears to us, is the fact that companies 
in the past have left largely to agents 
the most important task of educating 
the public to understanding of life in- 
surance. Again there is no way of 
checking, but it is probable that not 10 
percent of policyholders know their poli- 
cies or have even the haziest idea what 
life insurance is all about. All that many 
of them know is that an agent got them 
back in a corner, talked like a Dutch 
uncle, wrung their heart strings and 
egged them into doing something out 
of which they never expected to get any 
profit themselves. The sense of duty is 
not elemental, but rather is a product of 
civilization, of mentality. As between 
a car or radio and a life insurance policy, 
which would you choose for yourself, 
Mr, Agent and Mr. Company Official? 
There you are. That is the answer on 
your second hundred million. You must 
make the insurance so tangible, so de- 
sirable from every angle and in compe- 
tition with so many other attractive 
things of modern life, that it will be 
carried without question past that sec- 
ond or third year danger point. 

A beginning has been made on that. 
The program idea is one item jin the 
campaign to popularize life insurance. 
In some cases, especially with smaller 
policyholders, the program idea has been 
carried so far that life insurance again 
has been made involved and intangible. 
Companies have also made a start on 
a more direct appeal to the reasoning 
powers of humans through other me- 
diums than agents. There are too few 
agents to carry the message efficiently. 
Some companies have direct and definite 
advertising campaigns of great origin- 











PERSONAL SIDE OF BUSINESS 











Nathan Herbert Weed has been ap- 
pointed by the “Weekly Underwriter” 
as editor for the 1930 edition of “The 
Insurance Almanac.” Mr. Weed is 
well known in insurance circles, having 
been for many years publisher and 
proprietor of “The Life Insurance In- 
dependent,” now “The Insurance Sales- 
man.” He was associated a few years 
ago with “The Weekly Underwriter” as 
a sales representative. During the past 
year he has traveled extensively for 
pleasure on the Pacific Coast, central 
America, Alaska, etc. 


Joseph P. Licklider, director of pub- 
licity and sales research for the Missouri 
State Life, represented his company in 
the St. Louis delegation of business men 
who attended the Missouri state fair at 
Sedalia. Mr. Licklider, who is president 
of the St. Louis Advertising Club, 
headed a group of 17 advertising men 
sent by that organization. 

At the convention of the Guardian 
Life at Estes Park, Colo., President 
Carl Heye was presented with a plati- 
num watch and chain by the field force 
and associate officers. President F. S. 
Doremus of the Leaders Club headed 
the movement. Accompanying the gift 
was a leather bound volume on the 
pages of which were inscribed the sig- 
natures of all the contributors. Presi- 
dent Heye has had 40 years of service 
with the Guardian Life. He joined it 
as a clerk in the actuarial department, 
Sept. 9, 1889. He was made secretary 
in 1902. He was chosen vice-president 
in 1915 and president in 1921. 


John A. Houston, 46, manager of the 
Spokane, Wash., agency of the Fidelity 
Mutual Life, died Aug. 17 after com- 
plications following an appendicitis oper- 
ation in July. His condition was known 
to be serious but his death was not ex- 
pected. Mr. Houston went to Spokane 
in 1908 joining the Fidelity Mutual in 
1917. 


Kenneth W. Conrey, supervisor of the 
Penn Mutual in the Springfield, Ill. dis- 
trict detached from the Alexander Pat- 
terson agency of Chicago, is not only a 
hustling life insurance man but a cham- 
pion tennis player. A few days ago he 
won the singles and doubles champion- 
ship of the state, his partner in the doubles 
being Glenn Hill. Mr. Conrey was state 
singles champion in 1922 and was in- 
tercollegiate state champion during his 
four years at Augustana college, Rock 
Island, IIl. 


Robert E. Forster, actuary of the 
Pennsylvania department, died last 
week at his home in St. Davids, Pa. 
The funeral was held Aug. 22. Mr. 
Forster was born at Harrisburg in 1864, 
son of the late J. Montgomery Forster, 
first commissioner of Pennsylvania, 
whose term ran from 1873 to 1891. 





Robert Forster was educated at Hil 
school, Phillips Andover Academy and 
Yale, graduating from the latter in 18% 
He became consulting actuary for t 


Pennsylvania department in 1892 and 
was appointed actuary in 1906. B.. 
Forster was a member of the Act 
Society of America. 

William Frederick Horn, assistan 


manager of the Virginia Life & Casualt 
of Richmond, and Mrs. Daisy Gertrude 
Brodnax of South Richmond were mar 
ried recently. 

Commissioner Jess G. Read of Okia- 
homa has returned from Nashville, 
Tenn., where final plans for a reinsur- 
ance transaction were considered. H 
then visited St. Louis to confer with t! 
insurance commissioner of Missouri. 

G. L. Lutterloh, 
ples Life of Chicago, 


secretary of the Peo- 
is On a vacation 


trip to Kilbourn, Wis., and Bentoa 
Harbor, Mich. 

Carl C. Ostrum, agent of the Alex 
ander Patterson agency of the Pem 


Mutual in Chicago, a few days ago be 


came Chicago district long driving 
champion in a tournament sponsort 
by a Chicago newspaper. He drove 3 
yards. 


Frank B. Paulsen, comptroller of ¢! 
Mutual Life of New York at the hon 
office in New York City, died sudden! 


this week, ending a service of near! 
40 vears with the Mutual Life. H 
joined the company in 1890 in the ac 
counting department, becoming auditor 
in 1918. In 1925 he was named a& 
sistant comptroller and on the deat) 
of George C. Keefer in 1928, he becam 


comptroller. 


Albert M. Johnson, chairman oi! ! 
board of the National Life U.S.A., h® 
another claim to distinction other tha 
his prominent place in life insuranc 
Newspaper dispatches this week 
of his adopting Walter Scott, Jr. 
is none other than the son of “Deat! 
Valley” Scotty, he of the  falulous 
rich gold deposits and sensational ve" 
tures into the effete east. Mr. Johns! 
has been associated with Scotty some ~ 
years, and is interested in the buildin 
of the wealthy prospector’s $2.000. 
residence overlooking Death Valley. 

E. J. Cotter, assistant secretary ® 
agency director of the Peoples Life 
Chicago, is not of heroic size, but wi 
he lacks in avoirdupois he makes ™ 
for in pugnacity. Some years whet ; 
was a timekeeper he made what was! 
him a huge debt, and in Cotter-es¢™ 
fashion he worked a double shit 
selling life insurance until 12 and > 
o'clock at night to pay his bill. +” 
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nvolved chasing out to distant sections 
f the city and usually waiting an hour 
jor an OW! car to get back home. The 
same indomitable spirit has made be- 
vers of the entire city administration 
, his suburb. Some years ago he 
‘ound health conditions were frightful 
there and there was no health supervi- 

In a hammer and tongs session 
fore the city council Cotter gained 
is point, threatening to close all 
and now the suburb is one of 
the best policed from a health stand- 
jnt in that section. It also would 
ake interesting reading to tell how 
Mr. Cotter appeared before the council 


schools, 


by a heavy truck doing city work, and 
how a large repair force was found at 
work bright and early the next morning. 
Mr. Cotter knows the ins and outs of 
municipal government as well as he 
does of the life business, and so when 
the emergency offers he always has 
an ace in the hole. 

T. Emmett Warriner, general agent 
at Lawrenceville, Va. for the Philadel- 
phia Life, was nominated in the recent 
Democratic primary to represent 
Brunswick county in the lower branch 
of the Virginia general assembly. Mr. 
Warriner ran in a hotly contested three- 




















afternoon complaining about his | cornered race. Nomination is practi- 
me street, which had been torn up | cally equivalent to election. 
APPOINTS SEVERAL IN FIELD | Life of Canada in Davenport. Pre- 





Continental Assurance Names Eubanks, 
Franck and Fitzsimmons in Impor- 
tant Managerial Posts 


Several appointments in the home 
fice and field are announced by the 
Continental Assurance of Chicago. 
George Eubanks, who has been man- 
ager of the East St. Louis ordinary 
fice of the Metropolitan Life, is 
amed general agent for the Continen- 
tal in Peoria, Ill. Formerly before his 
St. Louis connection he was assistant 
manager for the Metropolitan at Mun- 
e, Ind., and he spent 10 years with 
that company. The Peoria office is a 
new one which opens that district for 
life and accident and health. 

L. A. Franck is appointed agency su- 
pervisor in the life department attached 
to the home office. He previously was 
with the Travelers as manager of the 
sird street office in Chicago, and before 
that was field assistant. 

J. Robert Fitzsimmons has been ap- 
pointed manager of the life department 
i the Security general agency for the 
Continental Assurance at Milwaukee. 
Mr, Fitzsimmons formerly was with 
the Travelers as an independent life 
roker in Milwaukee, and before that 
was assistant to the manager in the 
Pittsburgh office of that company. 


Confederation Life Appointments 


The Confederation Life of Toronto 
as made the following appointments: 
R. J. Grouch will be branch manager 
t Hamilton, Ont. Mr. Grouch joined 
¢ company in 1916, and since 1917 
as been district manager at Sault Ste. 
Marie, Ont. 

F. K. Wilson has been promoted from 
strict manager to branch manager at 
‘. Catharines, Ont. 

lhe territory of T. H. Gillespie, dis- 
ct manager at Peterboro, Ont., has 
ten extended and will be known as the 
tterboro-Belleville district, 


Guy Doud 
Guy Doud has been made field super- 
sor for the Chicago general agency 
ithe Mutual Benefit Life. Mr. Doud 
a been district manager of the Sun 


vious to that he was Davenport general 
agent for the Provident Mutual Life 
for 10 years. He has been second vice- 
president of the Davenport Underwrit- 
ers Association. 


A. L. DeVol 


The Lincoln National Life has opened 
a new branch office at Toledo, O. : 
L. DeVol of Chicago has been appoint- 
ed manager. Mr. DeVol has been an 
independent broker in Chicago. 


A, E. Rankin 
A. E. Rankin, local agent at South 
Bend, Ind., has been named general 


agent for the Twentieth Century Life 
of Chicago, with headquarters in South 
Bend. Mr. Rankin will have charge of 
an extensive territory in northern In- 
diana. 


Newell C. Day 


Newell C. Day of Baltimore, state 
manager in Maryland for the Equitable 
Life of Iowa, has been made agency 
manager in Burlington, Ia, 


David H. Jenkins 
David H. Jenkins, of Cedar Rapids, 
Ia., manager of eastern Iowa for the 
Peoria Life, has been transferred to 
Sioux City, Ia., as district manager. Of- 


fices have been established in the Fran- 
ces building. 


John Bohach 


John Bohach, who has been with the 
Peoria Life at Cresco, Ia., for the past 
year, has recently been appointed gen- 
eral agent in four Iowa counties. 
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J. H. Miles, who for many years has 
been connected with the Union Central 
Life in Chicago as an agent, has joined 
the Mutual Benefit ranks in that city. 

A. Neil Somerville, who joined the 
Stanford Wright agency of the Penn Mu- 
tual at Boston about three years ago, 
has been made supervisor of the agency. 

Broleen & Brake, Sioux City, Ia., gen- 
eral agents for the Provident Mutual 
Life, have appointed Jack Naftzger spe- 
cial agent. 
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PROOF OF DEATH SUFFICIENT 





insured Not Seen After His House 
Burns—Jury’s Decision on 
Facts Sufficient 


OLUMBUS, O., Aug. 29.—The 
“ourt of appeals here has decided in the 
‘se of Smith vs. Western & Southern 
“le that when a policy provides that 
% loss is payable upon satisfactory 
Poot of death of the insured, such pro- 





"sion is complied with when proof of 


death is made clear by convincing cir- 
cumstances showing the death of the 
insured, although the body of the in- 
sured had not been discovered. It also 


held that what constitutes clear and 
convincing circumstances becomes a 
question of fact for the jury under 


proper instructions from the court. 

In this case Anna L. Smith of Golden 
Gates, Fla., formerly of Washington 
Courthouse, O., sued on two policies 
issued to her husband, Victor P. Smith, 
in which she was beneficiary. Smith 
is alleged to have died in Florida March 
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How about 18 perfect holes of golf, an invigorating 
plunge into the salty surf, a wonderful dinner, then a 
soothing cigar while you rest luxuriously in one of those 
friendly armchairs before the beautiful Italian fireplace 
in the lounge of the Edgewater Gulf Hotel at Biloxi, 


Mississippi ? 


American Central Field Club members have this 


ecstatic treat in store as a reward 


for twelve months of 


noteworthy production of good new insurance and con- 


sistent renewal of older business. 


For Field Club mem- 


bership is the accolade, the chief distinction which the 
Company confers upon its most loyal and conscientious 


representatives. 


CSDONS 


Just one of the many reasons why American Central 
representatives are happy and successful, 
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23, 1927. His house was burned that 
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night and Smith has not been seen or 
heard from since. He was aroused when 
fire broke out in the house and told an- 
other tenant to call the fire department. 
No odor of burning flesh was notice- 
able, it is asserted. The following day 
the ashes were raked but no trace of 
Smith’s bones was found. It was said 
the fire was not hot enough to destroy 
the bones. A watch, knife and other 
belongings of Smith were found in the 
but the fire had not melted them. 


ruins, 
The court holds that the jury was jus- 
tified in holding that Smith is dead 
rather than alive. - 

a 


Builders Life Prospers 

Karl J. Crist, vice-president and gen- 
eral manager of the Builders Life of 
Chicago, reports that his company has 
prospered since it was licensed a year 
ago by the Illinois department. The 
Builders Life has had a new stock is- 
sue and Mr. Crist endeavoring to 
place it with Chicago business exec- 
utives. A decided majority of the pres- 
ent stockholders are presidents and gen- 
eral managers of ‘large corporations. 
Mr. Crist feels that as a result of se- 
curing such men as shareholders, the 
Builders Life will benefit greatly from 
the contacts thus gained. 


WANTED 


A Conservation Manager 


A life insurance company 
Michigan requires the services of 
an experienced manager for its 
conservation department. The man 
desired must be able to analyze our 
conservation problem in all its 
phases and institute effective meth- 
ods for lapse reduction. 

In your letter please give expe- 
rience, age and date available. All 
answers to this advertisement will 
be held in strict confidence. Ad- 
dress N-25, The National Under- 
writer. 
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REORGANIZE BURIAL SOCIETY 


Delaware Corporation Abandons Plan 
of Operation in Nebraska— 
Undecided Over Status. 


LINCOLN, Aug. 29.—Following ob- 
jections by the attorney general's de- 
partment the Metropolitan Funeral 


Plan, a Deleware corporation, has 
abandoned its plan of operation and will 
reincorporate under the name of the 
Nebraska Burial Association. It is of- 
ficered by O. T. Doeer, president, and 
C. P. Heafy, secretary, and has its of- 
fices in Omaha. It has been selling 
contracts for funerals to be supplied at 
actual cost, plus 10 percent. The com- 
pany was recently the object of “a 
cease and desist” order from the blue 
sky department of Missouri which al- 
leged it came under the state law re- 
quiring a permit to sell stock. In this 
state Commissioner Kizer held that he 
had no jurisdiction as he did not con- 
sider it an insurance association and it 


had asked for no permission to sell 
stock. 
Must Be Residents 
As reorganized, the company must 


deposit $3,000 in cash or securities with 
the commissioner or $5,000 in the form 
of a bond. The organizers must all be 


residents of the state. The company 
has been issuing a $30 draft attached to 
its contracts for presentation to the 


funeral director in part payment of fu- 
neral expenses, but it has not been se- 
cured by any deposit with the state. 


A controversy later arose as _ to 
whether such companies come under 
the auditor or the insurance depart- 
ment. The statutes name the auditor, 
but were passed at a time when he was 
head of the insurance department. In 
1913 the legislature transferred all in- 


surance companies, associations and so- 
cieties to a board composed of three 
state officers. In 1921, when the code 
system was adopted, it transferred all 
these to the bureau of trade and com- 





PERSONAL INTEREST— 


goal in this atmosphere? 
Possibly your section is open. 
information. 


A. L. Key, President 


A 


F. okhfully Servin 


Operating in Alabama, Arkansas, 





There is a bond of sympathetic interest between this Company and its 
Field Men which is forging both ahead. Maybe you could reach a higher 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Chattanooga, Tennessee 

Insurers Since 1903 
lorida, Georgia, Lowisiana, Mississippi 
North Carolina, Oklahoma, South Carolina, Tennessee, Texas and Virgime. 


letter, in confidence, will secure this 


J. M. Mitchell, Agency Manager 
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THE UNITED STATES LIFE 


In the City of New York 
Over 78 Years of Service to Policyholders 

Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


INSURANCE 
COMPANY 
Non-Participating Policies Only 
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The Lincoln National Life 





merce of which the insurance bureau 
is a part. A former attorney general 
held that burial associations were in- 


but the present at- 
indicated the con- 


surance companies, 
torney general has 
trary. 





Lewis, Winnipeg Speaker 
At a recent agency meeting held by 
Manager C. Dozois of the Winnipeg 
agency of the Mutual Life of New York, 
the principal speakers were Hiram J. 
Lewis, manager, and M. L. Snyder, con- 
servation manager of the Minneapolis 


| 
| 
é 
| 





agency. Mr. Lewis spoke of “O; 
tunity and Obligations,” and he out 

‘Life Insurance as Property.” 

Mr. Lewis was joined by Manage; 
Dozois in a vacation fishing trip to 
Lake of the Woods country. 
Lewis will hold his annual agency n 
ing in a s Sept. 6. The age: 
is going strong 





Iowa Agents Hold Congress 


The Royal Union Life held a 
day sales conference at Lake Ok 
Ia., last week. There were 28 lowa 
agents in attendance. The meeting was 
conducted by B. M. Kirke, vice-pre 
dent and field manager, assisted by W. 
D. Haller, secretary and actuary, 

R. A. Yarcho, auditor. 
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AID ASSOCIATIONS QUALIFY 


Ten Meet Requirements of New Texas 
Law Placing Them Under In- 


surance Department 
AUSTIN, TEX., Aug. 2 





tual aid associations have qualified for 
operation in Texas under the act passed 
at the regular session of the legislature 
last spring, placing regulation of such 
associations under the state life insur- 
ance department. 

These associations have until Dec. 15 
to qualify under the new law. There 
are approximately 350 associations that 
have not yet qualified. 

Approval by the life insurance de- 
partment of the charters, by-laws, con- 
stitutions and policies and a minimum 
membership of 500 in each class are the 
main restrictions placed upon the mu- 
tual aid associations. 


Associations That Have Qualified 


The associations that have qualified 
under the new law are: Texas West- 
ern Insurance Association, Abilene; 
Home Benefit Association, Huntsville; 
People’s' Mutual Life Association, Wax- 
ahachie; Protective Mutual Life Insur- 


ance Association, DeKalb; Alamo Mu- 
tual Aid Association, Big Sandy; Hed- 
ley Protective Association, Hedley; 


Hemphill County Home Protective As- 
sociation, Canadian; Community Insur- 
ance Association, McGregor; Smith 
County Mutual Insurance Company, 
Tyler; Austin Mutual Life Insurance 
Association, Austin. 


CONTEST DISPOSITION OF 
LARGE INSURANCE ESTATE 


BIRMINGHAM, ALA., Aug. 29. 
Lawsuits involving several different is- 
sues have arisen over the disposition of 
the insurance estate of about $300,000 
left by the late Dr. A. W. Bell, president 
of the defunct Woodlawn Savings Bank 
of Birmingham. Dr. Bell was drowned 
in the Warrior river soon after his bank 
closed with a shortage. 

One suit filed by one of the largest 
depositors in the defunct bank charges 
that money to pay premiums on the in- 
surance was embezzled from the bank 


Sront 5 Wanted for~ 


Gary. Elkhart , South Bend, 


Kokomo , 


Talelelir) elie 


Evansville , Terre Haute, 


Insurance Company. 


fort Wayne, Ind. 





Wabash,and Richmond. 











and that therefore the insurance should 
go to the depositors. 


Attorneys for the 


under the Alabama law 
all insurance in excess of the amount 
on which $1,000 would pay the annual 
premium to be used to pay creditors 
where the insured was insolvent. 


Arrest Agent Without License 


Louis Riddle of Lexington, Ky., was 
arrested last week on the charge of sell- 
ing insurance without a license. The 
charge was made by Mrs. Bessie Maso 
of Frankfort, inspector for the insurance 
department. Riddle claimed to represent 
the National Benefit Association of Wil- 


low Hill, _He was sent to jail in 
Winchester, Ky., in default of $1,000 
bond. 


Pay Alabama $1,024,987 


For the first six months of the year 
the Alabama insurance department col- 
lected fees and taxes from insurance 
companies totaling $1,024,987, accord- 
ing to a statement just issued by Com- 
missioner George Thigpen. 








PACIFIC COAST 














MANY COMPANIES FORMING 


Denver Is Scene of Unusual Activities as 
Upwards of a Score of Carriers 
Get Under Way 


DENVER, Aug. 29.—Denver now 
the home of five life companies and | 
become the unsurpassed center of or- 
ganizing activities for new companiet: 
Capital stock is being sold for eight pro- 
posed companies. They are: 

First National Life, Paramount Lite 
Columbine Life, Bankers Union Lite, 
C. B. McCormick, president; Chester > 
Nelson, vice-president and secretary; \! 
J. McCormick, treasurer; Dr. Raymo! 
A. Young, medical director. Old Lin: 
National Life, J. P. Fitzgerald, pres 
dent; G. H. Rogers, secretary-treasure! 
Bankers Security Life, W. W. Wolfore 
president; J. R. Plunkett, secretary: 
treasurer. Rocky Mountain Life, D. \\ 
O’Brien, president; David J. Humphre 
vice-president; E. E. Brower, secretary: 
treasurer, and Old Line Life of Ne 
Mexico (executive offices in Denver 
A. R. Bickerstaff, president; Dr. W: 
liam B. Newhall, secretary-treasurer. 

The old life companies of Denve 
Capitol Life, Farmers Life and Amer 
can Life, and two companies that tt 
cently began business, Colorado Life a! 
Continental National Life, complete t 
present line-up. In addition the Banker 
National Life, with executive offices ° 
Kansas City, Mo., was incorporated 
Denver. 

The Western Casualty, which 
years has been writing accident 4% 
health, has a charter which provides t* 


bank also seek to 
divert the insurance money into the bank 
which permits 
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ijt may write life insurance and it is sion has its way, 2 percent, and elimina- | through agents formerly in its employ. 
understood that the officers are consider- N S er tion of privilege of deducting real prop- |The complaint filed by A, B. Weiler, 
ing entering that domain. oO Superstitions erty taxes paid for general state | attorney for the Peoples Mutual, alleges 
[here are a number ol mutual acci- purposes. It is stated that the average | that the Associated Life has endeav- 
dent and health companies being organ- rate throughout the country on gross | ored to proselyte its agents, has made 
note aie cae. ee ae premiums is 2.20 percent. false statements regarding its financial 
eo an . ‘ status and stated that the company was 
Due to a peculiarity of Colorado law, Peoples Mutual Asks Injunction ibout to be sold. It also alleges that 
hich does not attempt to regulate titles ial ; ar : : oats . : 
— : : ras 2 gl : rhe Peoples Mutual Life has re- | three agents of the Peoples were also 
used by corporations, some of the com- ; ; . . , , : , 
“stne ; . quested the superior court in San Fran- | in the employ of the Associated for the 
panies that are now forming are not ac- . ‘ : Bagh , ’ . 
oo wag . eile . cisco to issue an injunction restraining | sole purpose of diverting policyholders 
tually insurance carriers, although their : . — es 
les would indicate that they were. At the Associated Life from _ soliciting | and agents In addition damages of 
itles we > the ~y were. J 
saat . policyholders of the Peoples Mutual | $10,000 are sought. 


present these newer companies are se- 
curing finances for their anticipated in- 
surance operations by selling stocks and 


ponds. 


NOT AT ALL SUPERSTITIOUS 





Commissioner Mitchell of California 
Has Thirteens and Fridays Plas- 
tered All Over Home 





SAN FRANCISCO, Aug. 29.—E. 
Forrest Mitchell, insurance commis- 
sioner of California, is the first director 
of the new department of investment 
regulation, created at the last session of 
the legislature and including the real 
estate, insurance, banking, building and 
joan and corporation commissions. 

Mr. Mitchell will sit as a member of 
the governor’s council and serve as the 
directing head of these commissions for 
six months in accordance with the new 
law. Selections of the director of the 
department is made by “lot.” Mr. Mitch- 
ell won the second draw and then drew 
slip No. 1. 

Commissioner Mitchell makes the 
thirteenth member of the governor's 
cabinet. Born on a Friday which inci- 
dentally fell on the 13th, it is but nat- 
ural he should draw the lucky number. 
Such a combination of “thirteens” could 
not fail to make him the first director 
of the newly created department, he 
says. 

Serving the state and federal govern- 
ment in various capacities, Mr. Mitchell 
has been prominent in California public 
affairs for many years. From 1911 for 
about 13 years he was connected with 
the insurance department as assistant 
commissioner so that he is entirely fa- 
miliar with the duties and many rami- 
fications of his office. He plans to at- 
tend the meeting of the National Con- 
vention of Insurance Commissioners in 
Toronto next month. 

The new state department or division 
will meet in Sacramento regularly, the 
first meeting being held August 14, the 
ay the new law went into effect. A spe- 
ial meeting was held in Los Angeles 
jug. 28. 

Commissioner Mitchell announces the 
appointment of Frank L. Guerena as at- 
torney for the insurance department. 
Mr. Guerena has been in the state’s 
service for a number of years, 12 of 
which were as a deputy in the attorney 
general’s office. For the two years just 
past he has been counsel for the Cali- 
‘ornia tax commission. 





Beach Addresses Peterson Agents 


Dr. C. Edward Beach, member of the 
aculty of Harvard and former class- 
late of Clarence W. Peterson, manager 
tthe San Francisco office of the Phoe- 
x Mutual Life, addressed the members 
' Mr. Peterson’s agency Aug, 28 on 


the General Economic _ Situation.” 
totessor Beach is at present on the 
aiie Coast, conducting a summer 


ass 


at Stanford University. 





State Mutual Men to Visit Coast 


Chandler Bullock, president of the 
“ate Mutual Life, accompanied by Ste- 
en Ireland, vice-president and super- 
‘endent of agencies, and Dr. Charles 
Wheeler, medical director, will ar- 


‘ve in San Francisco the latter part of 
Mtember or early October on an 
«ney trip, according to William R. 


mney, general agent, who states that 








FORREST MITCHELL 


E. 


E. Forrest Mitchell, insurance com- 
missioner of California, is a believer in 
Friday and 13. He was born on Friday 
which fell on the 13th of the month. 
He is the 13th member of the governor’s 
cabinet. For 13 years he was connected 
with the California insurance department 
as assistant commissioner. 








in southern California while on the 
coast and from San Francisco will go 
to Washington and Oregon, where offi- 
ces will be opened in Seattle and Port- 
land.” 

The company recently opened a 
handsome suite of offices in the Stand- 
ard Oil building in San Francisco under 
the management of Mr. Spinney. 


Metropolitan Men at Portland 

The increased sale of life insurance 
in the Pacific Northwest the past year 
is a barometer indicating general better- 
ment of business conditions, according 
to Fred J. Williams, vice-president of 
the Metropolitan Life, who was the 
chief speaker at a meeting in Portland 
of the leading producers for the com- 
pany from Oregon and southern Wash- 
ington. Records show an increase of 
20.9 per cent in the company’s sales in 


Portland the first six months of this 
year. 
Accompanying Mr. Williams on his 


trip to the Pacific Northwest were Dr. 
William P. Shepard, in charge of wel- 
fare work; John H. Almy, superinten- 
dent of agencies; Julius Klein, agency 
supervisor; Frank Carmody, 


lee, manager of the public relations de- 
partment. 





Riehle Speaks at San Francisco 


Theodore M. Riehle, associate man- 
ager of the Equitable Life of New York 
in New York City, was the principal 
speaker before the San Francisco Life 
Underwriters Association this week, dis- 
cussing “Corporation Insurance in Ac- 
tion—Getting the Buyer's Language”. 
Ben F. Shapro, manager of the Equit- 
able in San Francisco, acted as chair- 
man. Entertainment was furnished by 
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ASK PROTESTER TO DESIST 


Minneapolis Attorney Sends Open Let- 
ter to Modern Woodmen Members 
Asking Centralized Action 


ST. CLOUD, MINN,., Aug. 20.—District 
Judge J. A. Roeser has granted a tem- 
porary injunction against offices of the 
Modern Woodmen of America, restrain- 
ing them from putting into effect in- 
creases in insurance rates recently voted. 
Hearing was set for Oct. 1 when it will 
be decided whether the injunction shall 
be made permanent. 


LINCOLN, NEB., Aug. 29.—John L. 
Sundean, Minneapolis attorney, has is- 
sued an open letter to members protest- 
ing the Modern Woodmen’s rate in- 
crease asking that they refrain from 
starting a multiplicity of lawsuits, 
since the entire question at issue, which 
will be decided by the federal court 
eventually, can be settled in one lawsuit. 
This will avoid a large aggregate sum 
for attorney fees that the order will 
have to pay if they are won, and thus 
still further increase the burden. 

Mr. Sundean, who was one of the 
leaders in the battle against the rate in- 
crease in 1912, says that he has asked 
the governor of Minnesota to take steps 
to name a special prosecutor to stifle the 
activities of a group that call them- 
selves the Minnesota Modern Woodmen 
Protective Association, officered by men 
who defeated the effort to solve the rate 
problem in 1912. He says that this as- 
sociation is sending out circulars which 
make untruthful charges against the 
present head officers, and that this will 
inevitably result in such strife as will 
threaten the stability of the order. He 


says they also reflect on the insurance 
department of that state, 
Officers of the lowa Modern Wood- 


Protective Association and the ad- 


| men 
visory board of that group is meeting 
in Des Moines this week to complete 


organization of the protest against in- 
creased rates. 





ordinary | 
sales supervisor, and Dana D. Beards- | 


ASK FOR REFERENDUM 
BEATRICE, 
association of Nebraska members of the 
Modern Woodmen organized to do bat- 
tle in the courts against the rate raise 
recently ordered by the head camp, 
not content to rest its chances on court 
action. <A large force of stenographers 
and clerks, whose activities are fi- 
nanced by contributions from members, 
has been set to work sending out blank 
petitions to the local camps and mem- 
bers asking for a referendum among 
the members of the question of whether 


is 


the old scale shall not be substituted 
for the new one. 
The Modern Woodmen constitution 





an orchestra headed by Walter Kraus- 
grill, member of the Equitable staff. 





May Increase Utah Tax 


If recommendations of the state tax 
revision commission, appointed some 
time ago by Governor Dern to make a 
searching examination of Utah's tax sys- 
tem, are accepted, insurance will be 
called upon to bear a heavier burden in 
the future than in the past. The present 
rate is 1% percent on gross premiums. 





ficials plan to establish an agency 





The new rate will be, if the commis- 


| calls 


permits such a referendum when 10 per- 
cent of its members petition for it. This 
for 125,000 signatures, and it is 
to get these that the activities of the 
organization are being turned. Secre- 
tary McKissick says responses far 
justify the statement that the necessary 
number of signers will be secured. He 
has issued a statement in which he at- 
tacks Head Consul Talbot for chang- 
ing front on the proposition involved. 
He says that three years ago the head 


sO 


NEB., Aug. 29.— The | 


uty a letter in which he deprecated the 
tendency on the part of fraternal asso- 
ciations to raise radically the rates on 
their older members, and promised the 
Woodmen would never do so. 


LAWS OF ORDER AMENDED 


Sovereign Commander of Woodmen 
Tells of Rules to Prevent Court 
Action. 

LINCOLN, NEB., Aug. 29.—Sovereign 
Commander Fraser of the Woodmen of 





the World announces that the recent 
head camp has amended the laws of 
the order so as to prevent in the fu- 
ture actions being brought against it 


by members in the courts without first 
exhausting their remedies in the tribu- 


nals of the order. In the Price case, 
where the court held it was unneces- 
sary to follow this course because the 


suit being aimed at the action of the 
head officers in using Woodmen funds 
to finance old line life insurance it would 
have been a futile gesture, resort was 
had direct to the courts. The new rule 
provides that members with complaints 
must file them with the sovereign com- 
mander. If his ruling is not satisfactory 
an appeal may be made to the board of 
directors. Another new rule provides 
that any member under 60 who be- 
comes totally disabled shall receive half 
the face value of his certificate. 
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MARCH TO HUGE BANQUET 


Western & Southern Agents of Divi- 
sion A Celebrate Victory 
in Cincinnati 


Six hundred agents of division A of 
| the Western & Southern Life in Cin- 
cinnati last week marched down Fourth 
street from the home office to the Sin- 
ton hotel in military formation, behind 
a brass band, on their way to the ban- 


| auet celebrating the victory of the di- 


Samuel H. 
of 


vision in a recent contest. 
Smith, superintendent 
division A, presided at the banquet. 

It was one of the largest meetings 
of insurance men ever held in Cincin- 
nati, and comprised of Western & 
Southern agents from Kentucky and 
Ohio. The meeting continued through- 
out the afternoon and addresses were 
made by President W. J. Williams, 
Vice-President Charles F. Williams, 
John L. Shuff, manager of the home 
office agency of the Union Central, and 
E, J. Wohlgemuth, president of Tue Na- 
TIONAL Unperwriter. The Western & 
Southern is having the greatest year of 
its history, having already written much 
more ordinary and industrial thus far 
this year than during the whole of last 
year. The actual gain of insurance in 
force thus far is over $50,000,000, 

The company’s officials announced 
that a new 14-story addition to the 
building at Fourth and Broadway will 
shortly be commenced. 

The dinner was given in 


or 


agencies 


to 
few 


tribute 
A 





of the order wrote the Ohio state dep- 


President W. J. Williams. 

















SAFETY PROTECTION SAVINGS 


A company whose 
ideas are in accor 
with modern times 


For Agency Opportunities, Write 
J.T. MAYALL 


AMERICAN SAVINGS LIFE 


INSURANCE COMPANY 
Board of Trade Building 
KANSAS CITY, MISSOURI 





R. S. TIERNAN 
President 


J. T. MAYALL 
Vice Pres. & Agency Mgr 


D. SHARPE 
Secy. & Treas. 











‘‘In This Way We Measure”’ 


LIFE INSURANCE COMPANY may well measure its success by 

the good it performs rather than by great size. Through eighty-six 
years THE Mutua Lire Insurance Company or New York, the “first 
American Company,” has measured its success by the scope, manner and 
degree of its service. In such a way it is measuring now as its service 
broadens. 

Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 
embraced in its present service. 

It welcomes as field representatives those who know that success is 
according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street 
DAVID F. HOUSTON 
President 


New York, N. Y. 
GEORGE K. SARGENT 

2nd Vice-President 
and Manager of 














’ We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

8. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
character and integrity—men who are intent upon suc- 
cess—and to whom we offer exceptionally liberal and prof- 
table contracts. 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 














FIGHTEEN MILLION PLUS ON 
THE LIVES OF POLICY 
HOLDERS 


January 1, 1929, to July 31, 1929, inclusive 


Percentage of Total New Life Insurance...... 25 


Total Number Applications on Lives of Policy 
Holders 3,427 


Total New Life Insurance on Policy Holders. . .$18,208,394 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 


DES MOINES, IOWA 


























Williams 


submitted 
to an operation at Johns Hopkins Uni- 
versity at Baltimore, from which he has 


months ago Mr. 


entirely recovered, and is back in his 
old form. The prizes won during the 
recent contest were given out by Mr. 
Williams and Charles M. Biscay, man- 
ager of the ordinary department. 


WRITE ORDINARY INSURANCE 


Industrial Sick and Accident Companies 
Are Extending Their Operation 
to a New Field 





Industrial sick and accident compa- 
nies, particularly in the south, are becom- 
ing increasing factors in the writing of 
ordinary life insurance. These compa- 
nies maintain good agency organizations, 
usually writing sick and accident among 
both industrial white and colored pros- 
pects. The problem is how to show them 
to write ordinary business in combina- 
tion with industrial. The situation is not 
much different from that of the regular 
industrial company going into the ordi- 
nary business, although frequently with 
the case of the sick and accident com- 
panies agents are expected to go out 
and create new prospects for ordinary, 
that have not been written on the weekly 
plan. 

Among companies which are giving 
considerable attention to the work of 
grafting an ordinary department on the 
industrial department are: Home 
Friendly of Baltimore; Afro-American 
Life of Jacksonville, Florida; Atlanta 
Life, Atlanta Ga.; Bankers Health & 
Accident, Macon Ga.; Carolina Life, 
Columbia, S. C.; Domestic Health & 
Accident, Louisville, Ky.; Durham Life, 
Raleigh, N. C.; Empire Life, Indiana- 
polis, Ind.; First National Life, St. 
Louis, Mo.; Gate City Life, Greensboro, 
N. C.; Gulf Life, Jacksonville, Fla.; 
Home Beneficial Association, Richmond, 
Va.; Home Security Life, Durham, N. 
C.; Imperial Life, Asheville, N. C.; In- 
dependent Life, Nashville, Tenn.; Inter- 
state Life & Accident, Chattanooga, 
Tenn.; Kentucky State Life, Louisville, 
Ky.; Life & Casualty, Nashville, Tenn.; 
National Benefit Life, Washington, D. 
C.; National Equity Life, Little Rock, 
Ark.; National Life & Accident, Nash- 
ville, Tenn.; North Carolina Mutual 
Life, Durham, N. C.; Peoples Life, 
Washington, D. C.; Southern Life & 
Health, Birmingham, Ala.; Universal 
Life, Memphis, Tenn.; Virginia Life & 
Casualty, Richmond, Va.; Washington 
Fidelity National, Chicago. 


NEWS OF THE PRUDENTIAL 


Number of Promotions Have Been 
Made by the Company Involving 
Successful Men 


The Prudential has established a de- 
tached assistancy in West Palm Beach, 
Fla., to be operated from the Miami, 
Fla., district. Howard N. Haskell has 
been appointed assistant superintendent 
at this point. 

The following agents have been pro- 
moted to assistant superintendents in 
Division N: Ernest Conn, Washington 
No. 1, D. C.; Ollie L. Moss, Charlotte, 
N. C.; Bernard J. Messing, Norfolk, Va.; 
Charles H. Sykes, Nashville, Tenn.; Ger- 
old J. Cordrey, Jacksonville, Fla., and 
Otho O. Manners, Nashville, Tenn. 

Agent John T. Mulvey of the Chicago 
No. 12 district recently completed 25 
years of service with the company. He 
started as an agent in the Chicago No. 2 
district on Aug. 20, 1904, was transferred 
to the Chicago No. 3 district on Dec. 26, 
1914, but later was transferred to the 
Chicago No. 1 district, where he_ re- 
mained until Jan. 17, 1925. Then he was 
transferred to the Chicago No. 12 dis- 
trict. 

Agents Charles A. Murray, Lancaster; 
George A. Lister, Philadelphia No. 10; 
Joseph Ross, Philadelphia No. 9, and 
Joseph M. Lazarus, Philadelphia No. 7, 
have been promoted to be assistant su- 
perintendents. 

Agent John D. Buler of Philadelphia 
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No. 3 district recently completed 21 years 
of continuous service and Assistant 
Superintendent Roger J. McKeown of the 
Philadelphia No. 6 district completed % 
years. 

Agent Harry L. Logan has been pro. 
moted to assistant superintendent a; 
Zatavia, N. Y., a detached office of th, 
Rochester No. 1 district. 

Three agents were recently appointed 
to assistant superintendents in Division 
K. They are Joseph C. Campbell, Har. 
risburg No. 1, transferred to Harrisburg 


No. 2; John Ayers, who operated a debi 
at Plymouth, Pa., assumed charge of th, 
Plymouth assistancy, and Claude 06 
Hanna, who operated in East Strouds. 
burg, Pa., and vicinity, assumed charg: 
of the Bangor assistancy. 


1927, Harry H. Burt was 
agent in the Windsor 


On March 28, 
appointed as an 


Ont., district. He continued in _ that 
capacity until now, when he was ad. 
vanced to the rank of assistant super. 
intendent in the same district. 


Frank J. Masucci was promoté 
be an assistant superintendent i: 
Rochester No. 2, N. Y., district. 


CHANGES BY JOHN HANCOCK 


Number of Transfers and Promotions of 
Men in the Filed Are 


Announced 

The following have been promoted 
from agents of the John Hancock t 
assistant district managers in the dis- 
tricts of their service: 

J. Dudley Crosby, Peoria, Ill; John A 
Beber, Omaha, Neb.; Hollis L. Maxwell 
Aurora, Il (Elgin Det.); Archie D 
Taylor, Chicago No. 9) Sylvester W 
Murphy, Cicero, Ill.; William F. Flynn 


Jr., Elizabeth, N. J. (Perth Amboy Det.) 
Lawrence H. Mullin, Lowell, Mass.; John 
A. Davis, Chicago No. 6; Charles An- 
gione, New York No. 2; David Pyott 
Hartford, Ct.; Henry L. Haemker, Cic- 
ero, Ill.; Herbert L. Childers, Cicero, IIl 
Adalbert Nebel, Woodhaven, Ct.; Stephen 
A. L. Medveczky, San Francisco No. 2 
Henry C. Mertens, San Francisco No. 2 
Walter Kondej, Pittsburgh No. 3; Rob- 
ert J. Curtis, Detroit No. 3; Erastus 6 
Stiles, Brockton, Ct.; Earl M. Wiles 
Dayton, Ohio (Springfield Det.); Irving 
L. Levy, Baltimore No. 1; Murray V 
Kennedy, Kansas City. 

Agents promoted and transferred are 

Roscoe L. Morgan, from Rockford, Il, 
to Milwaukee No. 1; Granville O. Carter 


from Brockton to Hyde Park; Malcolm 
J. Young, from Louisville to Newport- 


Covington, Ky.; Harry C. Cranston, from 
Flint to Newport-Covington. 

Assistant district managers 
ferred in like capacity are: 

Daniel J. Mulhern, from Palisdes, N. J 
to Lincoln, Neb.; William P. Hoyne, fron 
Lowell to Manchester, N. H. (Ports- 
mouth Det.) 

Other changes are: 

James J. Keating from training cashier 
at Chicago No. 5 to cashier at Chicag 
No. 11; David J. Parent from cashie 
at Hackensack, N. J., to cashier at New- 
ark, N. J.; Frank Trapani from clerk 
to cashier at Hackensack, N. J.; Rolané 
E. Houle from assistant cashier at Wor 
cester to cashier at Grand Rapids; Ar 
thur J. Schneider from training cashier 
at St. 1 to cashier at vans 
ville, 


trans- 





Louis No. 
Ind. 





ASSOCIATIONS 




















San Francisco—R. H. Hepfer, recem 
appointed manager of the Travelers 
San Francisco, has been appointed 
member of the executive committee ™ 
the San Francisco association, succee™ 
ing Norman F. Clendenen, who was 
cently transferred to Oakland as man 
ger of the East Bay office of the Tra® 
elers. Mr. Hepfer will 
chairman of the visiting committee 
the association. 

* * * 


The Buffalo associat 
will resume its monthly meetings ” 
other activities immediately after © 
Labor Day holiday, according to Exec® 


also serve 





Buffalo, N. Y.~ 


tive Secretary Walter Sheehan. T™ 
program committee expects to bring . 
Buffalo as speakers at associat 
luncheons some of the foremost 


the United States, 
yea 


underwriters in 
will announce its program for thie 
in the near future. 
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General Education is 





Basis of Third 


Set of Questions and Anwers to 
June Examination C. L. U. Degree 


Answers to Part Three of the June 
Chartered Life Underwriter examination 
questions are given below: 

* * * 
GENERAL EDUCATION 

(A) English. 

Select either of the following two 
questions and write an answer of about 
309 to 400 words in length. (Your an- 
swer will be graded on the basis of all 
factors essential to the writing of good 
English.) 1. Should you change your 
old life insurance for new? 2. Why is 


‘tebating” reprehensible? 
Answer 1. A policyholder is some- 
times confronted with the question as 


to whether it would be wise to cash in 
m his old life insurance policies and take 
new ones, using the interest on the funds 
he has received to pay the new pre- 
miums in whole or in part. This possi- 
lity may arise in his own mind or be 


suggested by a life insurance agent of 
a competing company or a _ so-called 
abstractor” or “counselor.” In rare 


ases the procedure is doubtless justified 
but in many others it is detrimental to 
the best interests of the insured. In 
aking a change of this kind, therefore, 
it would be well for the insured to keep 
the following considerations in mind. 

(1) Surrender charges on new insur- 
nce. About 80 ~ercent of the first year’s 
premium is expended to put the business 

the books as the costs of agent's first 

ar commissions, medical examinations, 
ispection, reports, policy writing and 
smilar charges fall due at the time of 
suance. If ome contract is lapsed and 

ther purchased, there is a duplication 

expenditure which an economic 
aste for the business of insurance 
awhole. Moreover, the company issuing 
the new contract will not be willing to 

fer the full legal reserve a loan 
alue for at leans two or three years, 
nd possibly more. Consequently, the 
asured will not have the increase in loan 
alues which would have been his by 
ichering to his original program and 

roughout the life of the new policy he 
*, directly or indirectly paying off 
te acquisition cost on the new policy 

‘ter having already paid that on the 

A policyholder to whom a change 
proposed might well ask himself 

‘ther such a move is for his benefit 
T that of the agent making the pro- 

sal, 

‘2).Contracts Substantially Similar 

here are; no yearly models in life 

wance. Regular contracts of ordinary 
nited payment life and endowment 
are basically the same today 
beginning of this century. Frills 
e been added, it is true, but the 
e of the promise the same. 
asequently, a policyholder should not 
t off the old” and add the new sim- 

n the plea that the old is out of 
_Such might be the case with auto- 
les or radios, but seldom with life 
“trance contracts. 

*) Yie'd on Investment Element of Old 
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as 


as 


i De 


uwrance 
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e old is the express or implied | 


the 


gt 


assumption that the insured can invest 
his funds to better advantage than can 
the insurance carrier. This hardly con- 
forms with the facts. A company has 
a large amount of funds so can afford 
to employ experts for handling them. 
Moreover, it is in a splendid position 
to effect a wide diversification among its 
securities, both as to type and geograph- 
ical location. 

A life insurance policy (if we exclude 
term) consists of an investment element 
cr savings account and decreasing term 
insurance or _ protection. Lapsation 
means taking out the savings element. 
However, if we compute the cost of the 
decreasing term element in the manner 
suggested by M. A. Linton and deduct 
the expense of that protection from the 
premium, the return on the investment 
element for many contracts in ex- 
cess of 5 percent. The policyholder may 
therefore ponder the wisdom of giving 
up a return which is commensurate with 


1s 


that yielded by high grade bonds and 
which involves no managerial care or 
expense on his part, in the hope of 


securing a slightly higher return but at 
the risk of losing all. 
(4) A Good Insurance Program May Be 
Built Around Present Holdings 
Relatively few persons ure fully in- 
sured. In many therefore, when 
the dropping of old policies is suggested 
in order to effect a program better 
adapted to a _ policyholder’s needs, it 
would have been far more sensible 
have used the present program 
base and add to it 


cases, 


a 


as 


may be necessary to round it out and 
accomplish the insured’s desires. For in- 
stance, if the savings element has be- 


come quite large under old contracts and 
the protection portion negligible, the 
solution is not necessarily to take the 
savings but may more logically be to 
add some policies which largely repre- 
sent protection. 


(5) In General 

Many arguments for and against the 
lapsation of old policies in favor of the 
new have been advanced. In the author's 
iudgment, the proponents of such action 
are seldom able to sustain their case. 
lhe safest rule for the policyholder, 
therefore, is to present the situation to 
a competent agent of the old company, 
and then make his decision in the light 


of the facts presented by both sides. 
Answer 2. Rebating, as the term is 
used in life insurance, refers to the re- 


funding to the policyholder of a part or 
all of the agent’s commission as a con- 
sideration for the purchase of insurance 
from the agent. This practice is frowned 
upon by the state, the public, the insur- 
ance companies and the underwriters 
themselves. 

As an inducement for the purchase of 
insurance the practice of rebating is un- 
necessary and unethical. Life insurance 
should be sold, and can be sold, on its 
own merits without the introduction of 
questionable, persuasive methods. “he 
life underwriter should sell the “life in- 
surance idea” rather than merely the 
policy or policies of his particular com- 
pany. Service is the keynote of profes- 


such other forms as | 
| limited, the productive power of the land 


to | 








sional activity; profit is a secondary con- 
sideration. The underwriter who sacri- 
fices service for the sake of personal 
profit is guilty of professional disloyalty. 
Rebating is solely a competitive weapon, 
and a weapon of the worst sort. The 
life insurance agent who rebates is pe 
ing personal gain ahead of the ideal of 
service. 


The effects of rebating are usually 
visited upon innocent benefoiaries, not 
upon the guilty agent nor upon the 


policyholder who is equally guilty with 
the agent. When by means of a rebate, 
an individual is led to take out a life 
insurance policy which will not properly 
protect his dependents, it is the depend- 
ents who suffer from his error. State 
laws have taken recognition of this fact 
in their prohibition of rebating by lite 
insurance agents, but not by salesmen 
of commodities of less social significance. 


] 





The automobile or real estate salesman | 
may rebate as he chooses. The pur-| 
chaser of a poorer quality automobile 
because he has been given a rebate, suf- | 
fers for his own act. Others are not 
necessarily made to suffer with him. 
Were it for no other reason, rebating 


by life insurance agents would be repre- 

hensible nevertheless because of the fact 

that it a violation of the law. The 

underwriter who is guilty of illegal acts 

unworthy of the position of trust 

which he occupies in his community 
Se 


1s 


is 


(B) ECONOMICS 

Question 1. (a) What is the relation- 

ship between the law of population 

(Malthusian law) and the law of dimin- 

ishing returns? (b) State these two laws 
clearly. 


Answer (a): Were it not for the law 


of diminishing returns from land, we 
would not have the law of population. 
It is only because productive land is 


is exhaustible unless the soil is properly 
treated with fertilizers, etc., and the law 
of diminishing returns, that food supply 
cannot increase commensurately with 
population. If land could be inten- 
sively cultivated that each application of 
labor and capital would produce a pro- 
portionate increase in food, any amount 
of food could be gotten from a limited 
tract of land. Obviously, this is not pos- 
sible. Therefore, the close relationship 
between these laws. 

Answer (b): The law of population, 
or the Malthusian law, in brief that 
population tends to outrun subsistence. 


SO 


1s 


Or, to put it in another way, in a given 
state of the arts, population tends to in- 
crease in a geometrical ratio whereas 


food supplies increase only according to 











an arithmetical ratio sothat unless there 
are positive checks, as vices, war, misery, 
etc., or preventive checks, as birth con- 
trol, the food supply will be inadequate | 
to support the population. 

According to the law of diminishing 
returns, after a certain points is reached 
in the cultivation of land, additional ap- 
plications of labor and capital will not 
add proportionate increases to the out- 
put. To illustrate, a farmer may be able 
to obtain 30 bushels of wheat by the 
application of four units of labor and 
capital to a given piece of land, 40 by 
the application of five, 45 by the applica- 


tion of six, 48 by the application of eight, | 
etc. In other words, up to a certain | 
point the return will increase as addi-i 
tional units are used, but beyond that | 


the return per unit will decrease. 

Question 2. Distinguish between capi- 
tal value and capital goods. Of what 
practical significance is this distinction? 


point, 


Answer: Capital value is a fund of 
wealth measured in dollars. Capital 
goods are the specific items of wealth 


which make up the capital value. Thus 
a home is a capital good. If the home 
is worth $10,000 this is its capital value. 

The practical significance of this is 
that capital goods as such can not be 
represented en masse. One cannot add 
three apples and two pears. This same 
thing is true of all capital goods. But if 
three apples are worth five cents apiece 
and the two pears are worth 10 cents 
apiece we can add their values and say 
we have 35 cents worth of apples and 
pears. So, the value of capital goods 
can be added giving their capital value. 
This is useful for purposes of economic 
analysis. 


too, 


* * * 


Question 3. What effect would a pro- 
nounced rise in the commodity price 
level have upon: (a) The market prices 
of bonds? (b) The standard of living of 
the salaried class? (c) The wage 
earner’s income? (d) A debtor corpora- 
tion? Give reasons in each case, 

Answer (a): A pronounced rise in the 
commodity price level would have the 
effect of lowering the market prices of 
bonds. Bonds sell on a yield basis. As 
prices go up, the interest on the bonds 
will purchase less commodities. In 
other words, there is real income. 
Moreover, a rise in commodity prices 
usually attended by increasing busi- 
ness, greater profits in industry, a rise in 
stock prices, etc., with the result that 
bonds will be sold and stocks bought, 
thus causing a rise in stock prices but a 
fall in bond prices because of slackening 
in the demand. 

(b): The standard of 
salaried class will suffer. 
do not change readily 
rise in commodity prices with little 
change in money salaries, the money 
salaries will purchase less (less real in- 
come) and the standard of living will 
suffer. 

(c): The wage earner’s 
go up commodity prices 
soon or as rapidly. There is always a 
lag between rising prices and rising 
wages but the demand for labor in order 
to maintain production and get in on the 
profits incident to rising prices causes 
competition for labor and a consequent 
increase in wages. 

(d): A debtor corporation profits be- 
cause the money it pays out in interest 
to bondholders or creditors, or loans it 
repays, are paid in a medium which 
has less purchasing power. Conversely, 
the creditors receive less real income 
suffer as a consequence. 

All the above have been well demon- 
strated in the past decade or so. 

* * * 

Question 4. Distinguish between 
competitive price and monopoly price, 
showing how each is determined in a 
given market. 

Answer: A competitive price a 
price determined by demand and supply 
under conditions of free competition. A 
monopoly price a pnice determined 
largely by demand, for monopoly im- 
plies control, either partial or complete, 
of the supply. A competitive price 
hxed at that point where demand and 


less 


is 


living of the 
Salary scales 


so if there is a 


will 


as 


income 
but not 


as 


sO 


1s 


is 


18 

































20 


THE NATIONAL 


UNDERWRITER 


August 30, 


1929 








supply are in equilibrium and this in 
the long run tends to establish itself at 
the cost of production of the article, by 
a representative firm. A monoply price 
is, however, not fixed at the cost of pro- 
duction, but at that price which will 
yield the largest returns. This is not 
the highest price that can be obtained for 
it. Thus, if 1,000 units can be sold at $1 
apiece and 2,000 at 75 cents apiece, and 
1,000 can be produced at 40 cents apiece 
and 2,000 at 42 cents apiece, 2,000 units 
will be produced and sold, for the profit 
is $660 at 75 cents a piece. If only 1,000 
had been produced at 40 cents and sold 
at $1, the profit weuld have been only 
$600. If 3,000 could be sold at 65 cents 
and produced at 45 cents, only $600, 
profit would be realized. Hence, 2,000 
will be produced and the price estab- 
lished at 75 cents. 
* * * 


Question 5. Assuming that inheritance 
tax laws as such cannot be abolished, 
would you favor universal and complete 
exemption of life insurance proceeds 
from the application of such taxation? 
Why? 

Answer: I would not favor universal 
and complete exemption of life insurance 
proceeds from all inheritance taxes al- 
though I do think there should be a very 
substantial amount, possibly $100,000 ex- 
empted. The reason I would not favor 
complete exemption is that taxation is 
necessary to run a government and taxes 
ow the right to receive or transfer prop- 
erty at death are a painless and rather 
satisfactory method of raising revenue. 
It should not be possible for anyone to 
evade his share of these responsibilities 
through an agency such as life insurance. 





If such should become the practice, the 
life insurance institution is apt to suffer 
in public esteem. On the other hand, 
I believe that a policyholder should be 
permitted to provide substantial insur- 
ance protection for his family without 
such protection being taxed. 


(ec) SOCIOLOGY 


Question 1. What are the principal 
ways in which life insurance companies 
can aid in lengthening human life? Show 
specifically the practical value of such 
aid to (a) the family, and (b) society. 

Answer: The principal ways life in- 
surance companies can aid in prolonging 
human life are (a) by periodic health 
examinations to policyholders. These 
tend to disclose the “silent sicknesses” 
or degenerative diseases which may 
prove fatal before an individual knows 
he is in bad health. Because of their 
expense, such examinations can only be 
made available to ordinary policyholders. 
Arrangement should be effected by 
which all the companies insuring a 
given risk should contribute to the cost 
of examining the individual, and the 
thoroughness of the examination should 
be proportioned to the amount of insur- 
ance, from economic, not social, neces- 
sity. Policyholders should be given a 
financial inducement to take these exami- 
nations. 

(b) Nursing service, health literature, 
broadcast health talks, innoculation (as 
the Metropolitan did for its group policy- 
holders in the recent Mississippi floods) 
are all types of service which may be 
carried on for group and_ industrial 
policyholders primarily. 

(c) Cooperation in health campaigns, 
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in getting sanitary legislation, in better- 
ing water supplies, etc., are other means 
by which companies and their agents 
may help improve health conditions. 

(d) Medical research is another field. 
Study of cancer, tuberculosis, influenza 
and other diseases with the aim of find- 
ing specifics or means of control, has 
likewise been engaged in by some com- 
panies. 

(ec) Compilation and publication of 
mortality and morbidity statistics are 
also of assistance. 

The value of such measures as (1) and 
(2) are quite direct to the family since 
they tend to prolong an individual's life 
and defer the economic and sentimental 
sufferings incident to the death of bread- 
winners. The other measures directly 
or indirectly benefit the families by help- 
ing society since any improvements in 
general health redound to the welfare 
of all. 

+ * * 

Question 2, Explain how life insur- 
ance may further the cause of philan- 
thropy as compared with other methods 
of securing funds. 

Answers: Insurance jis an excellent 
means of aiding philanthropy: (a) The 
gift is available upon the death of donor. 
(b) It is paid immediately without being 
probated. (c) There is no chance of 
its being a part of the “residual estate,” 
perhaps greatly reduced in amount. (d) 
It cannot be upset by the contest of a 
will. (¢) Premiums paid for life insur- 
ance made payable without right of 
change to philanthropic causes, are de- 
ductible to 15 percent of one’s income 
under the United States income tax. (f) 
Most important of all through life insur- 
ance a man may create a worthwhile en- 
dowment through small annual deposits. 
This gives the opportunity for people of 
small means to assist their charities to 
an extent which would be impossible if 
payment had to be made from the estate 
in a lump sum. 

* + 

Question 3. Enumerate and explain 
briefly the various ways in which life in- 
surance serves as a highly creative pro- 
moter of thrift. 


Answer: Life insurance serves as a 
highly creative promoter of thrift 
because: 

(1) It is semi-compulsory. A policy- 


holder tends to regard premiums as ex- 
penses which must be paid first. 

(2) It insures the policyholder against 
the possibility of not living to complete 
his other savings programs. 

(3) It insures a policyholder against 

his possible bad judgment in the selec- 
tion of investments. 
_ (4) It is a convenient method of sav- 
ing. Odd amounts can be used. It 
isn't necessary to wait until he has $1,000 
to buy a life policy, as he would have 
to do in case of a bond. 

(5) It is a long time investment pro- 
gram which may be closely adapted to 
the policyholder’s needs and the needs 
of his family. 


(6) It promotes the habit of thrift 
which is a good thing socially. 
* * x 


Question 4 Explain the contributions 
to national development that life insur- 
ance companies are making through 
their investment service. 

Answer: The life insurance com- 
panies principally invest in mortgages 
ow urban and farm property, federal, 
state, county and municipal bonds, rail- 
road bonds, public utility bonds, some 
industrial bonds and policy loans. They 
also have some real estates, some cash 
and some loans on collateral. Through 
real estate mortgage loans, which con- 
stiute about 40 percent of the invest- 
ments of all companies reporting to the 
Association of Life Insurance Presi- 
dents, the companies aid in developing 
farms, building homes, financing indus- 
trial growth, etc. Through United 
States government bonds, the com- 
panies have aided greatly in financing 
governmental improvements as well as 
helping to carry on the recent war by 
purchase of Liberty Loan issues. Pro- 
ceeds of state, county and municipal 





bonds have been used to provide ood 
roads, waterworks, schools, _ bridges, 
sewers, irnigation projects, etc., al! of 
which have benefited the public. Al. 
though the companies now invest q 
smaller proportion of their assets in rail- 
road securities, they still hold a substan. 
tial bulk, and in the past were big 
buyers of the securities floated by rail- 
road corporations to provide transporta- 
tion facilities for the country. Within 
recent years there has been a tendency 
to purchase many public utility securities 
so that funds have been provided for 
gas, power and light, telephone and 
similiar utility companies. Loans to 
policyholders have doubtless been de- 
voted to numerous purposes. If one 
wants to see what life insurance dnvest- 
ments have contributed to national de. 
velopment he need only look about him 
* * * 


Question 5. Explain the social serv. 
ices rendered by group life insurance, 
which cannot be secured so well through 
other plans of insurance now in use? 


Answer: (1) Group insurance is sold 
to the employer for the benefit of his 
employes. They are protected against 
death and possibly permanent and total 
disability occurring whether at work or 
not. 

(2) All employes are taken in under 
the plan and insured regardless of health 
No medical examination is given. Any 
employe can, if he leaves the service, 
continue his insurance upon payment ot 
the proper premium within 30 days after 
his separation. Thus many get insur- 
ance who would otherwise be uninsur- 
able. 

; (3) Many become educated regard- 
ing insurance matters. They learn of 
the benefits of insurance for the first 
time. This causes them to take out indi- 
vidual policies with the companies. 
Society is benefited through increased 
thrift and better citizens are thus made 

(4) Less people are dependent on so- 
ciety. With an amount of insurance, 
equal to say a year's salary, going to the 
dependents of the deceased worker, the; 
are able to so adjust themselves as to 
take away any burden which might 
otherwise be placed on society. 

(5) Less friction among workers and 
employers. Especially if the employer 
pays for all the insurance. The employe 
is mere friendly to his employer and per- 
forms his duties more efficiently. 


Lincoln National Has 


Novel Display Service 


As a special help to men in the field 
and particularly those in rural terri- 
tories, the Lincoln National Life main- 
tains a model house display suitable for 
use in county fair booths and _ local 
branch office windows, showing the 
adaptability of insurance to mortgage 
of homes. The traveling display is es- 
pecially busy in the fall of the year dur- 
ing the county fair season. A number 
of profitable leads and agency contacts 
have been formed in rural districts by 
its use. 


Eureka-Maryland Assurance 


The Eureka-Maryland Assurance ha 
added to all juvenile contract policies @ 
waiver of premium and disability cover- 
ing the beneficiary or premium 
The waiver provides that if the father 
takes out a policy on the life of a chil 
and the father dies the policy is pai¢ 
up, or if the father becomes disable? 
the premiums are waived. 


Canada Life 

The Canada Life announces a 
modified form of its retirement annuit! 
for prospects who insist on a fixed re 
tirement age. It makes the retireme?' 
age definite without the option of retit 
ing at any other age. The premiums 4f 
not quoted in premium units, but © 
the basis of cost of income of $10 Pe 
month. 


payer 


ne¥ 


C. W. Oetting, formerly cashier of th 
South Bend, Ind., office of the Linco” 
National Life, has been transferred 
the Cleveland office as cashier. 
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THE MINNESOTA 
MUTUAL LIFE 






Insurance Company, a purely mutual company with a total of over $172,000,000 
Insurance in Force has excellent General Agency openings in Ohio and 


Indiana which include 


CINCINNATI 
TOLEDO 


INDIANAPOLIS 


The Minnesota Mutual offers a definite program, personally directed by 
a member of the Home Office Agency Department, for selection, training and 
supervision of men together with personal sales helps recognized asamong the best. 


Address in Confidence 


J. Herbert Snyder, Supervisor Central Agencies, 
815 ist St. So., Louisville, Kentucky 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


Saint Paul, Minnesota 
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Grow With Us 


Our growth calls for additional man power. 


Men of ability, who are looking for larger 
opportunities, are invited to join our ranks 
and grow with us. 


General agent wanted at Dayton, Ohio. 


Dayton, Ohio, is a prosperous manufactur- 
ing and commercial city with a population of 
more than 150,000 located in the center of one 
of the country’s wealthiest farming com- 
munities. This territory offers a general 
agency with unusual opportunities. 


Desirable openings available in other terri- 
tory in Ohio, also in Illinois, Indiana, Iowa, 
Kansas, Kentucky, Michigan, Missouri, 
Nebraska, Pennsylvania, Tennessee, Texas 
and West Virginia. 


For information as to territory and details of con- 
tract write— 


The Ohio National Life Insurance Co. 
Cincinnati, Ohio 


T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 


Wm. H. Kingsley, Vice-Pres. 


Independence Square 











The Thrill of Fulle 


Living — 
That is the new ideal of the service of life insurance. And 


it is being given expression in the salesmanship of all the 
companies. 


Conceptions that appeal to the imagination and change 
the whole current of men’s thoughts, rather than figures and 
technical terms, or references to death, are of strongest 
potency in life insurance salesmanship. And this imagina- 
tional appeal is most powerful when directed toward the 
satisfactions of the living. This new and juster picturizing 
of the function of life insurance is destined to change the 
entire conception of it held by the American people. 


For example:—Does a man buy an automobile in order 
to have a wreck? Does he buy a radio in order to enjoy 
static? No,—men buyjfor the thrill of fuller living! We 
must show a man that life insurance contributes to the un- 
folding of his dreams. This is the task that confronts the 
imagination of the modern underwriter. 


To accomplish this entrancing purpose, the companies are 
busily devoting themselves to that type of p 
which alone can meet the obligation of the mighty institu- 
tion of life insurance to the American commonwealth. 





Wm. A. Law, President 


The Penn Mutual Life 


Insurance Company 
Philadelphia, Pa. 

















Hugh D. Hart, Vice-Pres 


Founded 1847 
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What Does It Mean? 


The first six months of 1929 
showed a gain in business in force 
for the Peoria Life that was 85% 
of the gain for the entire year of 
1928—and practically equal to the 
whole year’s gain in 1927! 





Some remarkable records were 
produced during this period. May, 
which is dedicated in honor of 
President Emmet C. May, was the 
largest month’s writing in the his- 
tory of the Peoria Life. June 
brought by far the largest month’s 
net increase the Company has ever 
enjoyed. 


What does it mean? Not that 
the Peoria Life has expanded its 
field: we have entered no new ter- 




















Peoria Life Insurance Company 


PEORIA, ILLINOIS 








ritory, established no new agencies. 
Not that our Agency Force has been 
so much increased: the number of 
our agents is only slightly greater 
than a year ago. 


This noteworthy progress is pos- 
sible because the business of life in- 
surance is good for good agents 
having good policies to offer, and 
well supported by practical, thor- 
ough Home Office co-operation. 


The consistent, rapid growth of 
the Peoria Life since its organiza- 
tion—now nearing the $200,000,000 
mark—has been made by capable, 
well selected agents, steadily in- 
creasing their productiveness and 
their earnings through the well- 
known all-round Peoria Life Serv- 
ice to agents. The Peoria Life grows 
because it does help its men make 
good. 





























